





ARE 


YOU 


INTERESTED 


a 
4 O02» 

















ff 


" LIFE INSURANCE DAM AVERTS A FISOD OF DISASTERS 











At the request of many agents and policyholders we are repeating 
the series of now famous cartoon cuts ‘Hints to Salesmen,’’ designed 
by Guilford A. Deitch and drawn by the late Gaar Williams, the well- 
known cartoonist, especially for the Reserve Loan Life. These were 
first used 25 years ago. This company was one of the pioneers in 
the country in using cartoons and humor in advertising. 















































Reserve Loan, the company that does 
just a little more for its agents—just a 
little more willingly, gives you non- 
forfeitable renewal commissions, a 
dam against disaster to your earning 
power. Interested? Then write for 
details! 



















































































INDIANAPOLIS ‘Caauual”) 
ys 


NO 


FRIDAY. NOVEMBER 8. 1935 














‘Life In 
Hu 


Plans 
Associat 
dents, D 
New Yc 
Presiden 
able Lif 
will intr 
—a Stev 
lion Am 
ous secti 
different 
views SO 








e West 
cognit ern 
Spo constang@, of 8 

10121 ties to 













We do e extended to sour 
° le s be 8s 
Possipie, “erica ang Slement or S¢1f-rei; 


an 
S00 16 4 
Tican inst; tutvomtton 














President, 


southern 
legislatus 
ficer, th 
universit 
present | 
ers in oO 






1916 
Home Office No. 4 and 5, 
Fourth and Broadway. 

New addition added on Broadway in 1923. 
Assets, $11,943,641. 

Insurance in force, $104,989,362. 
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Presidents’ Meet 
Program Starts 





enry S. Nollen, Head of Equit- 
able Life of Iowa, to 
Preside 


0 PRESENT SURVEYS 


‘Life Insurance—a Stewardship for One 
Hundred Million Americans” 
Adopted for Theme 


Plans for the annual convention of the 
Association of Life Insurance Presi- 
dents, Dec. 5-6, at the Waldorf-Astoria, 
New York City, are being formulated. 
President Henry S. Nollen of the Equit- 
able Life of Iowa will be chairman and 
will introduce the theme “Life Insurance 
—a Stewardship of One Hundred Mil- 
lion Americans.” Speakers from vari- 
ous sections of the country representing 
diferent lines of endeavor will give their 
views so that a cross section of the prob- 
lems of the day may be considered. 

Commissioner W. Sullivan, of 
Washington, president of the National 
Convention of Insurance Commission- 
ers, will represent that organization. 
Other speakers include a governor of a 
southern state who has served in its 
legislature and as its chief financial of- 
ficer, the president of a great eastern 
university. An eminent Canadian will 
present the Dominion viewpoint. Lead- 
ers in other activities will also talk. 


Number of Surveys 


A number of surveys will be pre- 
sented embracing the nation-wide oper- 
ations of life insurance, which include 
estimate aggregates of payments to pol- 
icyholders and beneficiaries, new paid 
for business and life insurance in force 
at end of 1935. Special information on 
the payment of death claims, showing 
the promptness with which beneficiaries 
receive amounts due, will be presented. 
This is the first time in almost a decade 
that such a study has been undertaken. 

Current trends in life insurance in- 
vestments and taxation will be reviewed, 
with emphasis on the problem of pro- 
tecting life insurance funds in the in- 
terest of policyholders and beneficiaries. 
Mortality experience and its significance 
from the standpoint of national scope 
will be presented. The importance of 
the agent in life insurance stewardship 
will be considered. 


Significance of Service 


. The significance of life insurance serv- 
\ce, which covers approximately 100,000,- 
000 people, made up of 63,000,000 policy- 
holders and their beneficiaries, will be 
considered. “The majority of these peo- 
ple are members of families living on 
moderate incomes,” said the associa- 
tion’s announcement. “Material but vol- 
untary sacrifices in most cases are rep- 
resented by the payment of premiums 
and speak eloquently of the importance 
attached to the possession of life insur- 
ance protection. The broad responsibil- 





Companies Exhorted to 
Increase Premium Rates 





The informal discussion at the meet- 
ing of the American Institute of Ac- 
tuaries in Chicago on premiums and 
dividends amounted almost to an ex- 
hortation on the part of some of the 
leaders that the companies increase their 
premium rates. Most of the small and 
medium sized non-par companies have 
not increased their rates and those that 
are convinced that an increase is neces- 
sary are urging such institutions to take 
the step. Those who are urging this 
action are beyond suspicion of being ac- 
tuated by competitive motive. They 
have the good of the business at heart 
_ feel that what they advocate is 
vital. 

J. S. Elston, Travelers, said the ques- 
tion of expense is becoming increasingly 
important as well as the interest factor. 

Speaking of interest rates, he said 
despite all the talk about the current low 
yield and. the likelihood of a continua- 
tion of that level, “some individual ac- 
tuaries are surprisingly optimistic.” 

Getting Inside Figures 


He urged the actuaries to take off in- 
side figures in calculating their interest 
earnings, writing off all over due interest 
and investment losses. ‘That is likely 
to bring the actuary to a realization of 
the facts. 

In addition to the expenses incident 
to the social security act, Mr. Elston 
mentioned that premium tax rates have 
increased and are increasing. The av- 
erage premium tax rate for the Travel- 
ers is higher by 20 percent this year. 
The tax rate in New York, for instance, 
has been nearly doubled in connection 
with all premium paying policies in 
force. “What,” he asked, “will hap- 
pen when taxes are really imposed?” 

He mentioned the expenses that the 
companies are likely to encounter in 
connection with administration of set- 
tlement options. 


Lincoln National View 


R. G. Stagg, Lincoln National, read a 
paper prepared by S. C. Kattell, actuary 
of his company. The Lincoln National 
has made an increase in rates and its 
action is being commended by many as 
realistic and intelligent. 

In preparing for the rate increase, Mr. 
Kattell said the company first calculated 
a scale, using the assumptions that were 
actually being experienced by the Lin- 
coln National. The result, he said, was 
startling. They showed that the pre- 
mium rates were inadequate to the ex- 
tent of about $2 per thousand with no 
margin for contingencies or fluctuations. 
As a matter of fact. he said. the proper 
premium should yield a profit of $2 per 
thousand. The company waited in vain 
for some time for an improvement be- 
fore increasing rates. 

Keeping the company liquid, he 
pointed out, cuts down the interest re- 
turn. The companies are facing new, 
direct taxes as a result of the social se- 
curity act, as well as an increase in ex- 








ities devolving upon institutions affect 
the well being of a large portion of the 
population.” 





pense due to the services demanded by 
the governmental units in furnishing 
data, etc. 

There is an increase in premium taxes 
and some of the insurance departments 
have interpreted such taxes to apply to 
annuity premiums. The United States 
has increased the tax burden. The new 
federal income tax scale of 12%4-15 per- 
cent means that there will be a 15 per- 
cent tax on practically all insurance 
companies. The social security act will 
mean a 3 percent tax on payrolls 
and 3 percent for old age benefits. 

The expense of furnishing informa- 
tion to governmental units is increas- 
ing. Oklahoma has three laws under 
which tax returns must be filed. The 
federal government now requires re- 
ports of payment under matured endow- 
ment, annuities, etc., where the sum of 
payments to one person exceeds $1,000. 
That involves gathering information 
from various sources in the company. 

In Ohio, the income from annuities is 
being taxed. The insurance companies 
must furnish data to the Ohio author- 
ities on Ohio residents. 

Under the social security act, each 
state will have a different setup and the 
accounting method will be most com- 
plicated. 

He concluded that any nonparticipat- 
ing company that has not increased its 
rates, should do so. Participating com- 
panies, he pointed out, would reflect the 
experience in their dividend payments. 


Wood Advocates Increase 


W. A. P. Wood, Canada Life, urged, 
in solemn fashion, the actuaries to con- 
sider the problem carefully. The com- 
panies depend on the actuaries to guide 
them in the right direction. If the ac- 
tuaries do not so guide them, they will 
get the blame. 

Taking into account expenses and 
what can be assumed as to mortality, 
then the companies will require a higher 
rate of interest to come out even on the 
interest yield they are likely to expe- 
rience for some time, he contended. This 
is more noticeably true with single pre- 
mium contracts, because investment of 
funds received on account of these con- 
tracts must be made now, for the fu- 
ture. 

In the past, the companies considered 
they had ample mortality margins. In 
annuities today, he said, no margin for 
mortality can be assumed. 

In so far as annual premium policies 
are concerned, the important question is 
what rate of interest can companies ex- 
pect to get in the future. The prospects 
are not bright for an increase, he con- 
tended. He also concluded by urging 
companies to reduce non-par rates and 
to decrease their dividend schedules. 


Henry Moir’s Ideas 


Henry Moir, president of the United 
States Life, also did some exhorting, 
but of a different nature. He urged the 
actuaries to seek to break down the 
spirit of nationalism which is reflected 
in the tendency of the countries to sur- 
round themselves by tariff walls and 
shut off the flow of international trade. 

(CONTINUED ON PAGE 21) 





View Problems of 
Expense, Interest 


American Institute of Actuaries 
Concerned with Two Rate 
Factors 


CHICAGO SESSIONS HELD 


To Hold 1936 Annual Meet in Minne- 
apolis—McCankie Urges Actuaries 
to Make Influence Felt 


With 178 in attendance, the American 
Institute of Actuaries at its fall meeting 
in Chicago indicated paramount interest 
in many of the problems revolving 
about the low interest yield. That is 
the capital problem and it confronts the 
actuary directly or indirectly at prac- 
tically every turn. Each succeeding 
meeting of the institute for the past 
two or three years has been more and 
more of an “interest factor” session. 

Another recurrent subject at Chicago 
was the immediate effect upon life com- 
panies of the social security legislation. 
There is the question of the cost in the 
way of payroll taxes and almost as im- 
portant the question of setting up ac- 
counting machinery so as to provide the 
information that will be required by 
the various states. For a large com- 
pany a separate and presumably ex- 
pensive department will have to be set 
up for that purpose. The expense in- 
volved is something the actuaries will 
have to take into consideration along 
with the low interest factor, in calculat- 
ing premium rates, dividends, interest 
on funds, etc. Increased taxation in 
other directions is to be expected, sev- 
eral speakers observed, and accordingly 
the actuaries are facing big problems in 
connection with two of the factors upon 
which rates are based—interest and ex- 
penses. Fortunately there is no mor- 
tality problem today. If there were, the 
asylums would have a strange influx of 
actuarial Napoleons. 


MecCankie’s First Session 


R. C. McCankie, associate actuary of 
the Equitable Life of Iowa, presided at 
his first session as president of the in- 
stitute. He started the sessions with 
unprecedented punctuality and also 
timed adjournments so that the mem- 
bers would not be overtaxed. 

W. F. Poorman, vice-president of the 
Central Life of Iowa, reporting as sec- 
retary, announced that the board of gov- 
ernors had decided to hold the June 
meeting next year in Minneapolis. 
President O. J. Arnold of the North- 
western National Life and President ‘T. 
A. Phillips of the Minnesota Mutual ex- 
tended a joint invitation. That was 
pleasing news to the members, who at- 
tended the sessions in Minneapolis about 
four years ago and were splendidly en, 
tertained. 

Mr. Poorman announced that the 
Puritan Life of Rhode Island and. the 
Southern Standard of Houston had been 

(CONTINUED ON LAST PAGE) 
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Social Security Tax and Accounting Burde 
Factor of Concern to Companies 


That the insurance companies fear the 
expense in the way of taxes and in the 
cost to them of setting up accounting 
machinery and revising present home 
office practices because of the social se- 
curity act was indicated in the informal 
discussion on that subject during the fall 
meeting of the American Institute of 
Actuaries in Chicago. : 

R. A. Hohaus, Metropolitan Life, said 
the insurance companies as employers, 
are facing a practical problem and they 
should face it now. He suggested that 
each company assign responsibility to 
one person for keeping posted on all 
features of the social security act. 


H. S. Beers Analyzes Act 


H. S. Beers, Aetna Life, laid the 
ground work for the discussion by 
analyzing the fundamental provisions of 
the social security act. i 

Those provisions in the act for giving 
federal aid to the states to carry out 
plans for relief of the blind, aged, etc., 
are miscellaneous and do not affect the 
insurance companies directly. They are 
not to be confused with the compulsory 
features of the act. 

The contributory pension plans do 
concern life insurance companies. They 
are set up under titles 2 and 8 of the 
act. They provide pensions for those 
over age 65, ranging from $10 to $85 
per month. Very few will qualify for 
the $85 pension. The average pension 
for many years will be very small. A 
man, age 55 today, and earning $1,500 a 
year, will get $25 a month at age 65; 
a man 45 earning the same amount to- 
day will get $37.50 per month; age 35 he 
will receive $50 and age 25 he will re- 
ceive $56.25. 


Ultimate Average Pension 


The ultimate average pension, he 
estimated, will be between $50 and $60. 
The excess earnings over $3,000 is dis- 
regarded. The special taxes start in 
1937, being 1 percent of salary that year, 
1% percent in 1940, 2 percent in 1943 
and reaching 3 percent in 1949. Three 
percent is to be contributed by the em- 
ploye and 3 percent by the employer. 

Then there is the unemployment in- 
surance feature. The federal act, he 
pointed out, does not create any unem- 
ployment compensation plan. The ob- 
ject of the federal act is to remove one 
of the main obstacles to adoption of un- 
employment compensation plans by the 
various states. The obstacle has been 
the fact that introduction of such a plan 
in one state will put employers in that 
state at a competitive disadvantage. The 
federal act imposes a tax on employers 
based on payroll; in 1936 there is to bea 
1 percent tax, 1937, 2 percent and 1938, 
3 percent. 

All employers have to pay the tax. 
If a state gets up a compensation plan 
and requires employers to pay a tax, 
then those payments can be deducted 
from the federal tax. It affects all em- 
ployers with eight or more employes. 


Additional 6 Percent Cost? 


Superficially, it might appear that 
eventually the pension provision Jand 
unemployment compensation plan might 
mean an additional expense of six per- 
cent of the life companies’ payroll. 
However, Mr. Beers pointed out that 
many of the insurance companies now 
take care of their old employes. Assum- 
ing that the cost of that beneficence, is 
3 percent of the payroll, the cost of 
the compulsory plan will add nothing, 
because the voluntary system will be 
abandoned. That is, the pension liabil- 
ity that will be taken from the shoulders 
* of the insurance companies will prob- 
ably be equivalent to the 3 percent pay- 
roll tax. 

The expense of the unemployment 
compensation plans will depend entirely 








on the set up in the various states. 
State legislation is all important. 

The unemployment rate in the home 
offices of insurance companies is less 
than in many industries, he declared. 
There is provision in the federal act 
that the state may set up merit rating 
or experience rating plans under which 
an employer with a low unemployment 
rate may be taxed less than others. 
the employer’s rate of taxation is re- 
duced he is still entitled to a full de- 
duction against the federal tax, so that 
if an insurance company should enjoy a 
merit rating it will save the difference 
between the highest rate of contribution 
and the special rate of the company. 


Allow Separate Fund 


The federal act also permits states to 
allow the employer to maintain a sep- 
arate fund so that only the benefits paid 
to his own employes are charged against 
it. Such an employer would still get 


the full deduction from the federal tax. | 


The provisions as to reduced con- 
tribution will be complicated, he ob- 
served. 

R. A. Hohaus took up the question of 
what the insurance companies have to 
anticipate in the way of employing more 
clerical help. In Slew York there is a 
controversy between the administrative 
body of the state and the employers as 
to who shall keep most of the records. 





The employers desire to keep the rec- 
ords, feeling that if they have to turn 
over their full data on payrolls that it 
will somehow: get into the hands of 
labor people. 

The companies, he said, must review 
and adjust their accounting structure so 
that they will have the information 
available that is required and can draw 
off the information. 

There is the obligation from the rec- 
ord standpoint to consider. Another 
question is what constitutes an employe 
of an insurance company. The status 
of the agent is the big question. There 
may be a difference between the produc- 
ers in branch offices and in general 
agencies. It all depends upon whether 
the agent is regarded as a self employed 
person. There is a question of em- 
ployes in the real estate and other spe- 
cial departments of the company; of an 
employe who works interstate. The ef- 
fect on expense ratios must be consid- 
ered. The extent to which these new 
deal costs are replacement costs of 
present systems must be weighed. 

R. G. Stagg, Lincoln National, said 
there are many points in which employ- 
ers are interested that have not yet been 
covered by official rules and regulations. 

The states that have enacted unem- 
ployment compensation plans are: Ala- 
bama, California, District of Columbia, 
Massachusetts, New Hampshire, New 





Study Status of Agents 


General Agents Disturbed Over District of Columbia Officials’ 
Attitude in Construing Social Security Act as Applicable 





WASHINGTON, Nov. 7.—Plans of 
the District of Columbia authorities to 
classify commissioned agents as em- 
ployes for the purposes of the social se- 
curity law are causing considerable 
concern to general agents, who face the 
payment ultimately, for unemployment 
and old-age pensions, of taxes of 9 per- 
cent of their payroll. 

The matter is seen by insurance ex- 
ecutives to be of more than local im- 
portance, indications being that the dis- 
trict regulations will be taken as the 
model for the regulations soon to be is- 
sued by the social security board for 
application in states which have no laws 
of their own on the subject. 


Seek to Include All 

Who Work for Others 

With a view to raising the maximum 
revenue, officials are represented as 
seeking to include as employes all per- 
sens who, in any capacity, work for 
others. Some question has been raised 
whether, in the light of the law itself, 
the district government can cover all 
these types, but from the insurance 
angle there are other problems of even 
more perplexing nature. 

One of the most important of these 
questions, insurance men poirit out, is 
the classification of agents who have 
contracts with more than one company, 
covering life, casualty, automobile and 
other lines. The problem here, it is 
said, would be that of determining 
whether the cancelation of his life con- 
tract would render him “unemployed,” 
in view of his other activities; further, 
even in the event of cancelation of that 
contract, he would still be receiving 
commissions from business closed 
before cancelation and so, even though 
he had no other affiliations, he would 
still be receiving income. 

The general relation between gen- 
eral agents and their commission agents, 
it is contended, is that of independent 
contractors, with the latter enjoying a 
maximum of freedom from control by 





the former. Under the social security 
law, however, an employer will be re- 
quired to report regularly the number 
of hours worked by his employes, and 
some of the more far-seeing agents be- 
lieve that their inclusion under the law 
would in time lead to a material change 
in their status and the imposition upon 
them of working conditions from which 
they are now free, such as the observ- 
ance of regular working hours and the 
compulsion to undertake tasks which 
they now—theoretically, at any rate— 
are at liberty to refuse. 

Many of the general agents through- 
out the country feel that the imposi- 
tion of payroll taxes may prove a 
heavier burden than they can _ stand, 
a side of the question, however,, which 
is not being submitted as an argument 
although it may eventually present a 
serious problem. 


Law Believed Designed 

for Small Wage Earners 

_In discussing the matter with offi- 
cials, the insurance representatives 
Stress that they are not out of sym- 
pathy with the law but that they be- 
lieve it is written primarily for the 
benefit of the small wage and salary 
earner of the types covered by the 
hinimum wage and maximum hour pro- 
visions of the former recovery codes. 
Not only are the working conditions 
and the earnings of commission agents 
vastly different, it is pointed out, but 
they are, to all intents and purposes, 
their own employers, to large extent 
determining their own hours of work, 
with their earnings dependent solely 
upon their own efforts and application. 
Because of the fact that any regula- 
tions adopted for the District of Colum- 
bia may be applied more or less gener- 
ally by the federal board, the national 
insurance organizations are taking an 
interest in the matter and have prepared 
briefs and suggestions which have been 
submitted to the district officials for 
consideration, 
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In response to a question Mr. Hi w 
haus said the Metropolitan in Janua 
1937, when the act becomes effecting, There 
will modify its present pension plan gqeimmedia 
as to remove from the present plan tm U¢W St 
amount which the government provides ate ™a! 
That process is not as easy as it sound pales, 
however, he declared. member 
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isonville, Ky., for the Mutual ance | 
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weekly production. This record — Th 
means that for nearly the past 20 an 
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Mr. Wilson became associated ff the . 
with the Mutual Benefit in 1916. New 
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men in the United States. Of 
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Weill of Owensboro, Life, 
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rts begimportion of their annuities, as this is 
roblem based on an extremely conservative es- 
timate of future earnings. 


Write Immediate Annuities 


troducti 


Mr. Ho 


anuary e,e 

gum There are about 20 companies writing 
n plan immediate annuities on the so-called 
plan ime new standard stables.” In this group 
provide are many of the most prominent com- 
it sound panies, including a number of leading 

members of the Group Conference, 
rs Insypfe whose members are currently announc- 
‘tant fee ing group annuity rate increases. 


the wa Annuities normally produce a loss on 
thdrawafe the mortality side which is balanced in 
tiremen[e times of good interest returns by the 
service ie €xcess of interest earned over the rate 
| for tha assumed. Losses on annuities, however, 
hereafte[e in 1934 amounted to $17,379,214 for 
is mucje Companies operating in New York 


sion wile State, as against $11,326,747 in 1933, 

te plang Ratio of Reserves Important 

erit rtf. While in theory, every class of busi- 
feat thge tess should stand on its own feet, the 
| unem) Practical importance of having guaran- 
removg, teed annuity rates pitched accurately 
3 domif) creases with the ratio of annuity re- 
mploye— serves to total reserves, as any inade- 
ts meri uacy in rates becomes that much more 


ge oveg Of a burden on the other policyholders 
at dow Of a company. 

| A consideration which will tend to 

keep any annuity rate increases mod- 

& rate is that of consistency with optional 

n settlement provisions in life policies. 

These policy options were revised com- 


10n Ff paratively recently and further revision 
1 | of them would necessitate considerable 
if ¢xpense and complication and the ap- 
fad- § proval of all new forms by the insur- 
om i ance departments of the various states. 
let: | ee 
va | Western Conference Meeting 
90 t The Western Conference of Insur- 
om | } ance Commissioners, which it was an- 
one |p NOunced would meet in Phoenix the 
latter part of October, has changed its 
cl date to Nov. 25-26. This will enable 
16 = commissioners to journey on to 
a New York to be present at the mid- 
led |g X°a% meeting of the National Conven- 
ofit tion of Insurance Commissioners at the 


Of Pennsylvania Hotel starting Nov. 2. 


ue” B. Bryner, auditor of the New York 
vite, died from heart disease in a Chicago 
aa His home was in Long Island 











Stick’ to Life 
Contingencies, 


Jackson Asks 


The statement by Henry H. Jackson, 
actuary of the National Life of Ver- 
mont, in the course of the informal dis- 
cussion at the meeting of the American 
Institute of Actuaries in Chicago, that 
if the companies would “stick” to life 
contingencies as the important part of 
what they sell, many of the problems 
relating to finance would be solved, at- 
tracted considerable attention. It was 
being extensively quoted and com- 
mented upon in lobby conversation. 

Mr. Jackson took the rostrum after 
a number of speakers had described the 
various restrictions that have been in- 
troduced by their companies to limit the 
flow of cash from single premium con- 
tracts, premiums paid in advance, etc. 


Entered the Banking Field 


‘Mr. Jackson asserted that it is obvi- 
ous from the restrictions that have been 
introduced that the insurance companies 
have gone farther into the banking busi- 
ness than they ever intended. Most of 
their worries thus far come solely from 
having engaged in functions more prop- 
erly in the province of banks and trust 
companies, he said. np 

If the funds that are paid into life 
companies were so restricted that they 
could not be drawn upon and payable 
only when the policy becomes a claim, 
then the insurance companies would 
have few financial worries, he declared. 
It remains to be seen what happens 
when people are inclined to get back 
the money that they have deposited with 
insurance companies from temporary 
motives. 

If simon pure annuities were being 
sold, there would be no difficulty. The 





To Preside as Chairman 
at Presidents’ Meeting 














HENRY S. NOLLEN, Des Moines, Ia. 


President H. S. Nollen of the Equit- 
able Life of Iowa will preside as chair- 
man at the annual convention of the As- 
sociation of Life Insurance Presidents 
to be held in New York City, Dec. 5-6. 
Mr. Nollen has been in the insurance 
business for 42 years and has been 
president of his company since 1921. 
Prior to that he served in an executive 
capacity with the Equitable and previous 
to that with the Bankers Life of Iowa. 








trouble comes from the fact that the 

annuitant wants to have his cake and 

eat it too. He wants strings attached 
(CONTINUED ON LAST PAGE) 








first visit. 
ment in such contacts. 


relationship. 


Independence Square 


Twenty Miles From Town 


This Baltimore Agent reluctantly accepted a change of 
address lead that took him twenty miles from town. 
came back with a $3,000 Twenty Payment Life application 
signed by the policyholder, followed by a $9,000 Twenty 
Payment Life signed by her father, and five applications 
for $46,680, signed by five associates of her father,— 
$58,680 in all. For one reason or another some Agents say 
of such leads, “I don’t bother with them.” But Agents that 
do persistently bother with them are profitably repaid. 


Calls do not always result in sales, nor yield at the 
Nor should they. 
The newcomer is a stranger, and 
may need information about a home site, or renting con- 
ditions, or schools, or church, or bank. The offer or giving 
of informative or helpful service strengthens the policy- 
holder’s loyalty to his company, binds him by appreciation 
to the Agent, and very often results in the desired business 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


He 


There is a neighborly ele- 


Philadelphia 




















|Some Changes in 


the Illinois Code 


Main Revisions That Have Been 
Made in the New 
Draft 


THREE INSURANCE GROUPS 


Provision Is Made for Notice of Hear- 
ing in All Cases Where Vio- 
lations Are Charged 


There are some differences in the re- 
vised insurance code for Illinois com- 
pared with the one that was before the 
regular session of the legislature. One 
of the more important changes con- 
cerns hearings by the insurance director. 
This is due to the opinion of the Sanga- 
mon county circuit court holding the 
agency license act relating to fire and 
casualty companies unconstitutional be- 
cause it gave the director too much 
power and did not provide for a notice 
of hearings. Therefore section 4 is in- 
serted which affects the code clear 


through where any violations are con- 
cerned. 


Text of Section 4 


The section reads: “In the conduct 
of any examination or hearing provided 
for under this code, the director or any 
employe of the insurance department, 
especially designated by him for such 
purpose shall have power to administer 
oaths and to examine any person under 
oath, and in connection therewith to re- 
quire the production of any books, rec- 
ords or paper relevant to the inquiry. 
All hearings provided for in this code, 
shall, unless otherwise specifically pro- 
vided in this code, be held at such time 
and place as should be designated in a 
notice which shall be given by the di- 
rector in writing to the person, partner- 
ship, association or company involved 
therein at least 10 days before the date 
designated therein. The notice shall 
state the subject of inquiry and the 
specific charges if any. Hearings shall 
be held either in Springfield or in the 
county where the principal business 
address of the person, partnership, as- 
sociation or company involved in such 
hearing is located.” 

In the Sangamon decision the court 
held that there was no notice of any 
hearing given to the person whose li- 
cense was revoked. ‘Therefore in the 
revamped section relating to licenses for 
fire and casualty agents, solicitors and 
brokers, provision is made for a notice of 
hearings based on section 4. 


Grand Division of Insurance 


An important change in the revised 
code is the grand division of insurance 
companies. The first division is life, 
accident and health. The second is cas- 
ualty, fidelity and surety and the third is 
fire and marine. It is provided that 
companies of the second class may write 
business of the third class and vice 
versa if companies meet the legal and 
financial requirements. 

A stock company can write life insur- 
ance with a minimum capital of $100,000 
or a company can be organized to write 
accident and health for the same capital. 
To write life, accident and health a com- 
pany must have $200,000 capital. A 
company can write casualty, fidelity and 
surety with a minimum capital of $200,- 
000, but if it writes fire and marine 
classes it must have $300,000 more or 
$500,000 altogether.. This, of course, 
applies in vice versa relationship. 

Under the previous code it was speci- 





fied that in insuring there should be no 
discrimination against any assured on 
(CONTINUED ON PAGE 10) 
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How much a month must you have when you want to retire 2 
How much life insurance should you have for your wife and children ? 


Your individual family requirements are carefully analyzed—then we fit 
the Provident Providor or one of our other income plans to your measure. 


Do you know that approximately 25 cents a day can actually get you 
started on your own monthly income plan ? 

Find out (without cost or obligation) what amount you have to save to 
obtain the monthly income that you need. 


DON'T LONG FOR FINANCIAL INDEPENDENCE — GET THE 
PROVIDENT PLAN THAT FITS YOU AND THUS MAKE SURE OF IT. 


Use the coupon for prompt reply 


eee ll lL LL SS SS SS SS SS SS SS SS 


PROVIDENT MUTUAL 


a INSURANCE COMPANY OF PHILADELPHIA, PA. 












| can save_____mcents a day. How much 
monthly income can | receive starting at age 55, 
60, 65 (Check the age) and how much life insur- 
ance for my family # My present age is___._. 


Name 


Address 
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The second advertisement of Provident Mutual's current 
campaign in the Saturday Evening Post, the Literary 
Digest, Popular Science and the New York Times Sunday 
Magazine. 


walnut. 











Mortality Experience Is 
Cause for Higher Rates 





GROUP ANNUITY PREMIUMS UP 





Larger Part of the Increase Will Fall 
on the Employers in Such 
Policies 


NEW YORK, Nov. %7.—Unfavorable 
mortality experience is the principal rea- 
son for the new group annuity rates 
which are being announced by all com- 
panies writing this class of business ef- 
fective Nov. 18. The adoption of new 
mortality tables results in an average 
increase in rates of about 10 percent. 
The interest assumption basis remains 
unchanged. It was lowered from 3% 
percent to 3% percent about the middle 
of 1934. 


Most Increase on Employers 


While it is true that the average in- 
crease is about 10 percent, the increase in 
the employer’s share of the contribution 
toward future benefits, if the employe’s 
share is not increased, would obviously 
be raised by a considerably higher per- 
centage, in some cases running up to 
about 25 percent. It is considered likely 
that this increase will be largely borne 
by the employers. Because the em- 
ploye’s share provides for the return of 
his payments plus interest in case of 
death, and the employer’s payments have 
normally no such provision, the increase 
can be taken care of by a smaller over- 
all cost if it is borne entirely by the 
employer. Roughly, 70 or 75 cents of 
employer contribution will buy about 
the same benefit as $1 of employe con- 
tribution. 

Payment for “accrued liability,” to 
cover the years of service on present 
employes when no payments were being 
made, are normally taken care of solely 
by the employer. Hence the increase 
in rate on this portion of the contract 
would be more nearly in line with the 
over-all average increase of 10 percent. 


Service Life Has Open House 





Company Greets Its Friends in Its New 
Home Office Building 
at Omaha 





OMAHA, Nov. %7.—The Service Life 
which has converted the Weed build- 
ing, eighteenth and Farnam streets into 
a modern business building, held open 
house in its new structure. The com- 
pany will have home offices on the sec- 
ond and third floors. Open house was 
held each evening for a week. Mod- 
ernistic motifs in wall decorations and 
in lighting fixtures greet the visitor. 
Throughout, the building is up-to-date 
and modernistic. 

The walls of the office of John A. 
Farber, president, are finished in tufted 
leather of light tan. Drapes, carpet and 
fluted ceiling are in harmonizing shades. 
Furniture and wall trims are of burled 


The third floor houses the city agency 
office, private offices for its executives, 
an assembly and recreation room for 
employes and air conditioning plant. A 
roof garden is planned in summer. 

President Farber 31 years ago came 
te America from Europe as a steerage 
passenger. He traveled to Omaha and 
found his first job as a clerk in the base- 
ment of a downtown store. 

The Service Life employs more than 
60 in its home offices and has 150 agents 
in eight states. Its assets as of July 1, 
1935 were $5,428,015. 

Other officers are A. D. Freyer, vice- 
president; W. D. Cale, vice-president 
and accountant; Lloyd Dort, vice-presi- 
dent and counsel; H. P. Farber, secre- 
tary and Walter Duda, treasurer. 


E. 8S. Spear of Gallipolis, O., has com- 
pleted 2% years of consecutive weekly 
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Has 20-Year Record of 
Consecutive Productio, 
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ALBERT P. STELER 










Albert P. Steler, Detroit agent of the 
Mutual Benefit Life, has been honored 
by his company for completing 20 years 
of consecutive weekly production. In 
nine different years he has insured more 
lives than any other Mutual Benefit 
agent. In 1928 and 1933 he was a men. 
ber of the Million Club, the group of 
men in the company writing the largest 
volume of business. In first quarter o 
1935 he was one of the leaders to write 
$90,000 of insurance in 90 days in cele. 
bration of the company’s 90th anniver. 
sary. 

Mr. Steler went to Detroit in 191 
from Denver, where he had been repre. 
senting the Mutual Benefit for less than 
a year. From the very beginning of his 
life insurance experience he has worked 
with success. His very unusual accon- 
plishment in consecutive weekly produc 
tion has been equalled by only six other 
Mutual Benefit men. Of these two others 
are in Detroit: P. M. West and G. H. 
Shephard; one other is also in Michigan, 
J. A. Pino of Lansing. D. H. Bacon and 
C. E. Hodgman of Detroit have ten- 
year records in consecutive weekly pro- 
duction. 


Decision Pending on D. of C. 
Agents’ Employment Status f 



























WASHINGTON, Nov. 7.—No det 
sion on the question of life agents under F 
the District of Columbia unemploy- 
ment insurance act was given at the 
hearing held here, but it was indicated 
each case would be decided on the basis 
of actual facts involved. The Life 
Presidents Association, represented by 
Actuary B. E. Shepherd and Assistant 
General Counsel R. L. Hogg, held that 
life insurance agents, being independent 
contractors, would not come within the 
scope of the law, except in cases where 
their working conditions give them def- 


MR NY SRNR IRI HO sd tS 


nitely an employe’s status. ft 

H. W. Kacy, vice-president Acacia ® 
Mutual Life, represented his com ff 
pany and the American Life Con 


vention. The District of Columbia boart 
asked the life company organizations & 
to file briefs stating their positions, and F 
indicated that each company would have F 
the opportunity of stating its case. Inf 
Wisconsin it has been held that agents f 
of at least two companies are definitely F 
independent contractors and do no 
come under the unemployment law’ 
Status. 


The California insurance division 1i- 
censed 760 life agents during the month 








production with the Ohio State Life. 
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Banks Are Now Financing 
Policy Loan Repayments 












Repayment of policy loans is being 
gnanced by banks these days to an in- 
creasing extent, according to life insur- 
ance executives. Most of the banks are 
ending the money to the policyholder 
at four percent interest and taking an 
assignment of the policy as collateral. 
This is a gilt edged loan for the banks 
at a rate of interest regarded today as 
satisfactory. ‘ 

This is an interesting reversal from 
the attitude of banks during the worst 
of the depression. Then, banks, in their 
efort to collect as much as they could 
from borrowers, caused them to borrow 
on their life insurance policies in order 
to bail out the banks. At that time, this 
pressure from the bankers was distress- 
ing to insurance companies because the 
excess Of income over outgo was very 
small and with some there was an ex- 
cess of disbursements over income. 

























The reaction of the life companies to the 
current practice of banks in this regard 
is somewhat mixed. The insurance com- 
panies don’t want the money although 
some feel that the chance of a lien-free 
policy persisting is greater than the per- 
sistency chance of an encumbered con- 
tract. Hence, the repayment is wel- 
comed from that point of view. Others, 
however, feel that after a policy has 
passed its first anniversary, the per- 
sistency record of encumbered and un- 
encumbered policies does not vary 
greatly and they are cool toward these 
repayments fostered and financed by the 
banks. 


Seebass Trial Postponed 


DENVER, Nov. 7.—The trial of A. 
R. Seebass, Jr., former officer of the 
defunct American Life of Denver, on 
two different indictments resulting from 
difficulties of company has been post- 
poned to Dec. 10 so the state supreme 
court can give controlling ruling on 
point of law involved in case. 











REJECTED RISKS 


Page Mussolini 
Superfluous Lines 
Seven Years 





Page Mussolini—Miss Mae Mathews, 
formerly of Winfield, Kan., now a mis- 
sionary in Addis Adaba, Ethiopia, re- 
cently matured a $1,000 Business Men’s 
Assurance policy, purchased ten years 
ago. 

Superfluous lines—I. M. A. Booster, 
16th assistant secretary Whoopenny’s Life, 
in charge of pencils, waste paper and water 
coolers, announces, etc. 


Seven years is the figure that is al- 
ways mentioned as being the average 
life of a policy and is generally accepted 
as being correct. Tell it to the actu- 
aries: “What do you mean by average 





life?,” they will ask. “How would you 
figure it? When a particular issue is 
half in force and half out of force?’ 
In short, the actuaries will debunk the 
seven year idea, but they will offer no 
substitute nor will they offer any prac- 
tical suggestion for arriving at an es- 
timate. To a layman or agent it means 
that on the average policy the assured 
pays the first seven years, in other words, 
the policy is good for six renewal com- 
missions. 


Super irritant to the editor, “Please be 
sure and run the enclosed article just as we 
have written it.” 


What’s the matter with these fellows 
who send out copies of their association 
talks typed in caps? They should try 
editing them and discover how difficult 
they are to read. These are the days 
of double shifts in football, let’s use 
them on the typewriter. 


Favorite Illinois question: “Do you 
think the insurance code will pass?” 
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Tue giant of destruction on the highways faced its first ad- 


It was uphill work and the companies knew it. Persistently 


their labors. 


Years of effort have finally touched off the spark of public 


The vision and the patience of the companies are being justified, 


action of an aroused nation. 
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CONQUERING A GIANT 


versary in the insurance companies of America. 


they continued their attack in the face of steadily mounting totals of death 


and injury, in the absence of tangible evidence of the effectiveness of 


opinion. On all sides we see it flaming into action against a condition 


which last year resulted in over 36,000 deaths and nearly one million 


as what was once the concern of a single industry becomes the call to 
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Adverse Selection Will Aid 
Eliminating Part-Timers 





ASSOCIATION ACTION URGED 





Companies Not Cooperating Leave 
Question of Employing Agents to 
Manager—Bulletin Sent Out 





NEW YORK, Nov. 7.—“Adverse se- 
lection” agajnst companies or agencies 
which fail to conform to the principles 
of the Life Agency Officers agreement 
to eliminate part-timers in cities of 
50,000 and over will eventually bring 
everyone into line and take care of the 
possibility that those not in accord with 
the plan will do a wholesale recruiting 
job among the many part-time agents 
dropped as a result of the plan’s adop- 
tion, supporters of the agreement be- 
lieve. 

“If you were a full-time agent, which 
type of company or agency would you 
want to be connected with: One-that is 
concentrating on helping its full-time 
force or one that is spending a lot of 
its money on hiring part-timers who are 
taking business away from you?” a 
prominent backer of the agreement 
asked. “Aside from competition from 
part-timers, it’s pretty clear that a com- 
pany or agency which is spending its 
money on part-timers isn’t going to have 
the money to devote to giving the best 
possible service and supervision to its 
full-time men.” 


Association Can Influence 


The National Association of Life 
Underwriters, in a recent bulletin, sug- 
gests that local associations get man- 
agers of non-signatory companies to 
agree not to employ part-timers, stating 
that “no company actually instructs its 
managers and general agents in metro- 
politan centers to hire part-time agents. 











Presides Over Sessions 
of Actuaries in Chicago 




















MeCANKIE 


R. C. 


R. C. McCankie, associate actuary of 
the Equitable Life of Iowa, was in 
charge of the proceedings at the fall 
meetings of the American Institute of 
Actuaries in Chicago. This was his first 
meeting after having been elected presi- 
dent last June. He made a record for 
punctuality in starting the sessions, 








It would seem that a local association 
has within itself sufficient power to con- 
vince by proper means a_ distinctly 
minority group of managers and general 
agents that they should discontinue the 
hiring of part-time agents in urban cen- 
ters.” the bulletin goes on to state. 





Where all but a relatively few man- 


Expect Large Attendance 
at Commissioners Meeting 





IMPORTANT MATTERS PENDING 





Convention Examination Proposal, New 
Constitution to Be Considered 
at New York 





Conimissioner Jess G. Read of Okla- 
homa, secretary National Convention of 
Insurance Commissioners, predicts that 
the mid-winter meeting of the commis- 
sioners at the Pennsylvania hotel, New 
York, Dec. 3-4, will witness the largest 
turnout of insurance representatives 
which ever attended the New York 
meeting. 

Matters of more than ordinary im- 
portance will arise at the gathering, 
which will be the adjourned meeting of 
the annual session held in July at Se- 
attle. Among other things will be the 
adoption of a new constitution, and the 
matters referred to the executive com- 
mittee by the examination committee 
appointed Oct. 10 by President W. A. 
Sullivan, an appointment made at the 
request of 11 state representatives, as- 
sembled at Memphis, Sept. 16. The 
Memphis meeting went on record as 
favoring the convention plan of exam- 
ination of all companies licensed in more 
than three states, and further recom- 
mended that such examination should 
include examination of payment of tax 
to the representative states in which the 
company is licensed. 

Following the suggestion of the 11 
states, President Sullivan named the fol- 








agers and general agents in a city have 
agreed to live up to the agreement and 
are threatened with unfair and unfavor- 
able competition from the few non-sign- 
ers, the bulletin recommends publicity 
as to these men in the association. 









lowing commissioners: Tobin, Tenness., 
chairman; Read, Oklahoma; Black, 
Connecticut; Earle, Oregon; Ketchay 
Michigan. The purpose of the commi, 
tee is to study the matter of delingyes 
taxes in so far as it may affect life ani 
indemnity companies only. The cop, 
mittee is to report to the convention a 
New York. : 

Secretary Read stated the comm 
sioners would begin to arrive in No 
York as early as the middle of the weg, 
prior to the opening day. Other chai: 
men of committees will call meetings ¢, 
dates several days ahead of the gener, 
convention meeting Dec. 3. Mr. Rea 
requests those desiring to attend , 
niake hotel reservations immediately. 


Company Officials Join in 
Rail Bond Protective Grow 


NEW YORK, Nov. 7.—To prote; 
investors in railroad securities by op. 
posing legislation inimical to the rail 
roads, large institutional holders of raj 
bonds have organized into a new asvo- 
ciation, to be known as the Railroad 
Security Owners’ Association, an out 
growth of associations that have bee 
active for the last 20 years. Life con. 
pany members include, Vice-president J, 
W. Stedman, Prudential; Treasurer F 
W. Ecker, Metropolitan; Second Vice. 
president F. P. Hayward, John Hancock 
Mutual Life, and Treasurer A. H. Mey: 
ers, New York Life. 





Parker Named Manager 


James Parker, who has been con 
nected with the E. B. Thurman general 
agency of the New England Mutua 
Life in Chicago for some time, has been 
appointed life department manager of 
Starkweather & Shepley in Chicago, 
large general insurance agency. The 
office represents the Travelers and Mu 
tual Life of New York. Mr. Parker 
has been in the insurance sales end for 
six years. He is a graduate of Cornell 
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Af this season of the year, THE GUARDIAN LIFE 


OFFERS THANKS TO ITS 


LOYAL FIELD FORCE 


for their never-tiring efforts 
in helping to build a greater 
“Guardian of American Families” 


MAY YOU AND YOURS ENJOY YOUR VERY 


HAPPIEST THANKSGIVING DAY! 


Carl Heye, PRESIDENT 


James A McLain, VickE-PRESIDENT 
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- ENNES see . ati hi many and varied interest of farm people. which is taking up Part 3 in weekly 
Blackai’ Explains Relationship of “I am sure you will understand that meetings each Monday, with three mem- 
Ketcham, College and Farm Bureau | this letter is written in the interests of bers of the Wichita University faculty 
> Commi. more complete understanding of the re- e e e as instructors. The Wichita Association 
lelinguey lationships which this work bears to the of Managers & General Agents has 
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County Extension Agents Do Not 
Carry on Business Activities for 
County Farm Bureaus 














The following communication was re- 
ceived from Ramsower, director 
of the Ohio State University College of 
Agricultural extension service prompted 
by a recent article concerning the pur- 
chase of the Life Insurance Company of 
= America by the Ohio Farm Bureau: 





ttend tp 
diately, 


Groy “My attention has been called to an 
P article in the Oct. 18 issue of your journal 
which deals with the activities of the 
) protect Ohio Farm Bureau in the field of life 
by op-M insurance. It is concerning two state- 
the rail nents in this article about which I wish 
3 Of rail 19 comment. The two statements are as 
CW aSs0- MR follows: 
Railroal “‘The Farm Bureau in Ohio operates 
an OUR through the 88 county agricultural 
ve beef aents’ and ‘these Farm Bureau county 
ife con: agents are paid salaries, part of which 
sident |. comes from the state through the exten- 
re F.® ion of the agriculture department of the 
id Vice tate university, and consequently the 
Tancock expense for selling the various products 
H. Mey: which the bureau handles is very low as 
all members are expected to make their 
purchases through the bureau.’ 
er Relationship Is Explained 
en coll: 
general “These statements are made with an 
Mutual apparent misunderstanding of the rela- 
as been tionships which exist between the agri- 
ager off cultural extension service of the Ohio 
Chicago, J State University and the Farm Bureau 
, Them organization. County farm bureaus in 
nd Mu-(@ Ohio were originally organized as agen- 
Parker cies through which the extension serv- 
end for ice cooperated with local groups of 
Cornell. farmers in the development of a broad 





educational program dealing with many 
rural problems of interest to the farmer, 
his family, and his community. As time 
went on these local organizations devel- 
oped many additional activities which 
led them into the field of business. These 
business relationships involved the pur- 
chase and sale of various commodities 
necessary in the farming business as 
well as activities in the field of coopera- 
tive insurance. 

“In the early days of this organization 
the cost of maintaining county extension 
offices, including clerical assistance, sup- 
plies, etc. was taken from membership 
iees of individual members. In addition, 
i many cases a portion of the salaries 
of extension agents was paid from local 
farm ‘bureau funds. The trend of events 
during the past 15 years has entirely 
changed this relationship. 


Supported by Public Funds 


“At the present time county exten- 
sion agents and their local offices are 
supported entirely from public funds, 
county, state and federal. There is no 
legal basis of cooperation between the 
extension service and county farm bu- 
reaus. In other words, cooperation be- 
tween the extension service and county 
farm bureaus is purely voluntary and 
has to do entirely with the educational 
activities of interest to farmers as a 
whole. County extension agents con- 
tinue to cooperate with county farm bu- 
teaus and their members just as it co- 
Operates with any other rural group 
which has a constructive program of in- 
terest to rural people. County extension 
agents do not carry on business activi- 
tes for county farm bureaus. They do 
hot engage in soliciting business of any 
kind in behalf of farm bureaus. These 
activities are carried on entirely by the 
organization as such. The agricultural 
extension service considers itself to be 
Purely an educational agency. Our 
County extension agents are representa- 
tives of the federal department of agri- 
culture and of the Ohio State University 
and, as such, engage in the development 
ot educational projects which touch the 








activities of various farm organizations 
throughout the state. We will greatly 
appreciate anything which you may da 
to help in correcting any misunderstand- 
ings that may arise from time to time 
concerning these relationships.” 


Judge Arthur H. Day of the Ohio su- 
preme court spoke to the executives and 
salesmen of the Columbus Mutual at a 
meeting in Columbus. 








NEW ORLEANS COURSE 
O. H. Breidenbach, Mutual Life of 
New York, will teach a C. L. U. study 
course at Loyola university in New 
Orleans. 





TWELVE ENROLLED AT WICHITA 


The C. L. U. chapter at Wichita, Kan., 
has twelve enrolled in the class this year, 





joined the C. L. U. chapter in support- 
ing the class. 


Sales Records Reported 


W. S. Smith, St. Louis, Pacific Mutual 
Life—a gain of 173 percent in new busi- 
ness for first ten months. 

Mark S. Trueblood, Los Angeles, Union 
Central Life—October increase in paid 
production 70 percent, for the year to 
Nov. 1, a gain of 75 percent. 








TWO HUNDRED YEARS AGO ‘S 




















Over two hundred years ago the Eng- 
lish conceived and put into practice 
the basic idea upon which has grown 
the entire structure of modern life 
insurance. 


A century and a half later—fifty 
years ago—a group of men met, in a 
community whose pioneer residents 
had brought with them to the west 
the traditions of New England and of 
England. They organized what has 
since become, not one of the largest, 
but one of the soundest and most 
successful life insurance companies in 
America—Northwestern National Life 
of Minneapolis. 


NYNL’s methods of safeguarding 
and furthering the interests of policy- 
holders are based on certain conserva- 
tive, sound principles which are derived 
from this original English ancestry. 





TEN SIGNIFICANT YEARS 
ASSETS 
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NWNL’s assets increased 163%, as com- 
pared to an increase of 110% for all life 
insurance companies. 















































INSURANCE IN FORCE 
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NWNL’s insurance in force increased 84%, 
as pared to ani of 59% for all 
life insurance companies. 





NEW INSURANCE 
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N’NL’s new insurance written increased 
40%, as compared to no increase for all life 
insurance companies. 
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They represent the best fruit of two 
centuries of experience in the success- 
ful administration of life insurance. 
Strict adherence to these principles, 
not merely since 1929, but during the 
years preceding, is largely responsible 
for the unusual record of NYNL—a 
record which has been outstanding 
even as compared to the fine showing 
of all life companies. 


Notice particularly the three 10- 
year charts at the left—they make 
pleasant reading for NWNL policy- 
holders. 
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Northwestern National Life Insurance Company 


STRONG 


O. J. Arnold, President 
MINNEAPOLIS, MINNESOTA 


LIBERAL 


(This is one of a series of advertisements appearing in TIME, the weekly newsmagazine.) 
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By R. B. Mitchell 


Notes Stabilizing Effect 


Social Security Act Is Considered at 
Guardian Life Educational Meeting 





NEW YORK, Nov. 
employes generally a stake in the eco- 
nomic status quo, the social security act 
may have a politically stabilizing effect 
which will tend to curb inflationary and 
other radical measures by which the eco- 
nomically dispossessed are aroused in 
times of depression, said Prof. A. A. 
Friederich of New York University at 
the second of the Guardian Life of New 
York’s educational meetings for its New 
York City field men. 

The fact that such. a stabilizing in- 
fluence exists should give the prospec- 
tive insurance buyer considerably more 
confidence that his insurance dollars will 
not be sharply depreciated when they 
come back to his heirs or himself, Pro- 
fessor Friederich intimated. 
to the attitude of conservatives gener- 
ally in this country, he pointed out that 
in Europe the conservative element is 
strongly in favor of social insurance, 
since there has been more opportunity 
there to get a vivid glimpse of just what 
degree of political unrest has been staved 
off by the presence of social insurance 
plans, some of which have been in ex- 
istence for more than a half century. 


7—By giving 


In contrast 


Not Essentially New Idea 


Even in the United States the social 
security idea is not so new as it seems, 
Professor Friederich pointed out, saying 
that workmen’s compensation, old age 
pensions, aid to the blind, and mothers’ 
pensions—all part of a “social insurance” 
program—had been established by nu- 
merous state governments, and that it 
is a reasonable conclusion that the social 
security act in the objectives at which 
it is aimed had the general approval of 


the American people. The act has, 


however, been subject to severe and 
justifiable criticism, he stated. 

“Its constitutionality is questionable,” 
Professor Friederich said. “The huge 
reserves which will be built up under the 
old-age annuity compensation system 
will create difficult fiscal and political 
problems; the administration of the act 
will compel a complicated mechanism. 
There is also danger that instead of.a 
uniform system of unemployment insur- 
ance there will be numerous systems 
creating competitive inequalities between 
producers located in different states. 
Yet if corrected and properly adminis- 
tered the social security program should 
become a constructive part of our eco- 
nomic and governmental system.” 

H. D. Klein, Eisendrath agency, who 
has paid for 26 cases totaling $175,000 
since the first of the year on the Guar- 
dian’s “special life income endowment” 
contract, which combines life insurance 
and retirement annuity, described his 
sales methods. ‘These figures do not 
include business on other policy forms. 

Before the depression the average 
buyer was cold to the annuity idea, feel- 
ing that everything would be all right 
if he didn’t die, said Mr. Klein. After 
the crash the buyer went too far in the 
direction of annuities, slighting the pro- 
tection side. He cited a case of a man 
29 who was going to buy a retirement 
annuity, yet had only $10,000 of insur- 
ance. In selling him the life income en- 
dowment to cover both needs, Mr. Klein 
pointed out that after he had paid 
premiums for ten years he could stop 
paying, be insured for $10,000 until age 
60, and then receive back more than he 
had paid in. He also told of a case 
where he sold this form instead of an 
endowment, stressing the fact to the 











father that at the time when the en- 
dowment would have matured the boy 
could get almost as much cash as on an 
endowment, but would also have the 
mon of continuing the policy. 


Bissell, Doremus-Haviland 
agency, who has paid for 19 cases for a 
volume of $150,000 since the first of 
the year on this contract alone, told how 
he uses the company’s booklet “Years 
of Pleasure Ahead,” in selling, and 
stresses the fact that by buying this 
form of policy the insured creates his 
estate first and then saves, taking care 
of the problem that would arise in the 
event of his death if he were trying to 
save without the insurance protection. 


Montana Life Not Affected 
By Earthquakes at Helena 





HELENA, MONT., Nov. 7—The 
earthquake situation in this vicinity 
seems to have the experts puzzled. 


There have been three major shocks 
and 750 tremors to date. The Mon- 
tana Life’s home office is situated here. 
Its financial condition is no way af- 
fected because of its broad and soundly 
diversified investments. Even if the 
home office building and all its loans in 
the Helena district suffer a complete 
loss they comprise less than 1 percent 
of its entire assets. The company car- 
ries $200,000 earthquake insurance on 
its home office building and records. 
The company anticipates no trouble of 
any kind as it is in a very desirable fi- 
nancial shape. 


Fischer Gets Early Start 


The program committee of the Na- 
tional Association of Life Underwriters, 
of which C. O. Fischer, Massachusetts 
Mutval, St. Louis, is chairman has made 
an early start on its work and has sent 
a communication to many of the leaders 
in the association, asking for suggestions 
on arrangement of the meeting schedule, 
topics to be highlighted, etc. 








American Morals Improved 
from Insurance Standpoiy 













REJECTION RATIO DECREASp 
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Northwestern National Life Has Brougy 
to Light Some Interesting Data 
on the Subject 















MINNEAPOLIS, Nov. 7.—The n 
rals of the American public, as measure 
by insurance records, have improved 
markedly since the depths of the depre 
sion two years ago; fewer cases of di 
honesty, immorality and shady reput, 
tion are noted as rejected application 
show a drop of 15 percent in the reponf: 
of the Northwestern National Life. 

The report shows that rejection 
reached their high point in 1932 an 
1933, with a ratio of 30.7 refused out o 
each 1,000 applications. For the firy 































nine months of 1935 the company ha( 
to decline only 25.7 out of each 1,0yjmmore th 
applications, a reduction of approxi Asa 1 





mately 15 percent, and a return to the 
levels of 1930 and 1931. 


Bootlegging at Vanishing Point 









_ Bootlegging is now almost at the van. 
ishing point as a cause of rejections, the 
report stated. Illicit liquor dealings were 
at their top as a rejections cause in 19% 
and 1930, when 6 percent of all the com. 
pany’s declined applications listed this 
“undesirable risk” factor. 

_ Speculative risks were at their peak 
in 1933 and 9 percent of rejections indi- 
cated this taint of fraud. “Speculative’ 
is a term covering the case of the indi- 
vidual who over-insures himself or a 
relative, while concealing reasons for ex- 
pecting the early death of the insured 
person. Suicide disguised as accidental 
death is sometimes the plan in such 
cases, and, rarely of course, murder may 

(CONTINUED ON NEXT PAGE) 
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During the first eight months of 1935 the National Life 


Insurance Company, exclusive of annuities, had an increase 
of twenty-two per cent in new paid-for life insurance 
over the same months of 1934. Each month of 1935 has 
shown an increase. 

(Eighty-fifth annual statement on request) 
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SALES RECORDS SET 
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Northwestern National—All-time rec- 
q set in production of new regular 
w;siness in October by Northwestern 
ational Life in the close of a six-week 
ampaign commemorating the com- 
anys 50th anniversary and O. J. _Arn- 
d’s tenth anniversary as_ president. 
otal October production was $7,633,- 
st, of which 2,643 applications amount- 
ng to $7,364,672 was ordinary business, 
xclusive Of group. The best previous 
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IMprovei onths for ordinary sales were Decem- 
he depresfif., 1928, and May, 1929, and both of 
€S Of disfiem were exceeded by substantial mar- 
ly Teputfins, October was the fourth consecu- 
Plications ‘ve month, and fifth month of the year, 
the repo i. which the Northwestern National’s 
Life. production has set a record. Last month 
rejectionfMyas 19 percent better than the best 
1932 anilMprevious October as far as ordinary 
ed out offmbusiness was concerned, and also ex- 
the firymeeeded the largest previous October in 
pany hajfmtotal business, including group, by 
ach 1,0qjqmmore than $500,000. 

approxi™ As a part of the October record, and 
rn to thelcoming entirely as a surprise as far as 






he was concerned, 486 applications for 
new life insurance amounting to $1,- 
517,215 were showered upon President 
0. J. Arnold as a gigantic and spon- 
taneous birthday tribute to him by the 
agency organization. High spots of the 
day were furnished by Paul Dobson of 
the White & Odell Agency of Minne- 
apolis, and R. J. Albachten of the Al- 
bachten-Struddell agency, St. Louis. 
Mr. Dobson turned in a group of ap- 
plications amounting to $162,000, while 
Mr. Albachten, who flew from St. Louis 
to Minneapolis especially for the occa- 
sion, presented Mr. Arnold with $189,- 
000 of new business as his agency’s 
contribution. 


Ohio National Life—Celebrating Pres- 
ident T. W. Appleby’s birth month, 
agents wrote $4,250,000 insurance in Oc- 
tober, a 10 percent gain, and an all time 
production record for any: month in the 
company’s history. A high for the aver- 
age face value of applications submit- 
ted was established, the average appli- 
cation being $2,262. 


State Mutual Life—Increase of over 
40 percent in paid business for October. 


Atlantic Life—52 percent gain in Oc- 
tober paid business; 10 month gain 20 
percent. T. W. Greer, Jr., South Bos- 
ton, Va., wrote over 100 applications in 
October. 


Home Life of N. Y.—Excellent up- 
tun in business in October, which 
Promises to be sustained through No- 
vember. October new business paid 
increased 18 percent. New business 
written showed similar increase, which 
carries a much larger total of pending 
business over into November to be paid 
for. The upswing from September was 
‘ven more interesting, the October to- 
tal being 30 percent over the previous 
month, 

Bankers Life, Neb.—10th consecutive 
monthly gain registered with a 40 per- 
cent gain in October written business. 
The company has issued approximately 
30 percent more business for the first 
10 months. 

Continental American Life—Directors’ 
month in October ran up a total of new 
placed business 46 percent greater than 
i October, 1934, making it the largest 
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month of the present year to date and 
the second largest October in its history. 


Guarantee Mutual Life—Increase of 
$300,000 in October. 


New England Mutual Life—$32,000,- 
000 gain in insurance in force for year 
to date. 


Protective Life—Paid business for 
1935 up to Nov. 1 ran 120 percent ahead 
of the same period last year. 


Columbus Mutual Life—It .has, 
throughout 1935, been making monthly 
production increases over 1934. It 
showed a gain in new business of 33 
percent during November. 

W. S. Fuller, Cincinnati, Prudential, 
reports ordinary agency, October totals: 
$1,018,530, ordinary; $126,480, annuities; 
and $199,500, group. Eleven of his asso- 
ciates wrote $35,000 or more, (exclusive 
of group): C. J. Heldman, $138,845; 
Richard Dana, $128,105; R. Q. Milstead, 
$78,000; S. R. Henderson, $74,675; W. R. 
Smith, $55,900; Sam Cantor, $54,500; B. 
S. Irby, $54,500; Theo. Heck, $52,000; C. 
E. Smith, $38,750; Doyt C. Poling, $35,500; 
R. B. Maddux, $35,000. 

Columbian National Life—Field men 
in honor of President F. P. Sears’ birth 
month, October, produced a substantial 
increase in business. October increase 
was 32 percent and increase in paid 
business for the year to date more than 
30 percent. 

Jack Savlan—Minneapolis, Prudential 
—Increase of 20 per cent the first nine 
months with $100,000 more in paid 
premiums. Mr. Savlan has been ill eight 
months of this year and is pleased with 
the business done in his absence. 


American Morals Improved 
From Insurance Standpoint 
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be contemplated. Efforts to defraud in- 
surance companies are still fairly com- 
mon. ‘Speculative’ was recorded on 5 
percent of the declined applications for 
the first nine months of 1935, the report 
shows. 


Other Character Impairments 


Other “character” impairments which 
were at their worst in 1933 but are ap- 
parently on the wane today are: Crim- 
inal record, known or suspected dis- 
honesty, and bad associates. A marked 
reduction in the frequency of kidney and 
urinary ailments, and a slight decrease 
in the number of cases of abnormal 
blood pressure, also had a favorable ef- 
a on the rejection ratio, the company 

nds. 


Liberty Life Appointments 

Ross McDowell of Oklahoma City 
has been appointed general agent in 
charge of the home office general agency 
of the Liberty Life in the National Bank 
building, Topeka. 

Paul C. Cooney has been appointed 
home office supervisor. At present he is 
giving most of his time to the develop- 
ment of Missouri. 

E. J. Newbegin, formerly of Los An- 
geles, for the last five years doing 
agency work in a supervisory capacity 
in Kansas has returned to Los Angeles, 
as home office representative in charge 


‘of production in southern California. 
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Weare seeking the services of a young man between 
30-40 years old, trained in home office procedur 
small legal reserve insurance company in New York 
State. Should be well versed in general underwriting and 
home office practices, capable of systematizing office pro- 
cedure. Character, congeniality and experience are the 
three fundamentals we are looking for. Write in strictest 
confidence for personal interview. 


Address C-46, The National Underwriter 
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The 
Trustworthy 
Lincoln 


A portrait by Brady, famous pho- 
tographer, taken in Washington 
near the close of Lincoln's first 
administration, when he felt very 
keenly the responsibility entrusted 
to him as the chief executive. 





RELIABILITY 


The integrity of Abraham Lincoln has become proverbial. 
One who knew him as a young man said, “His trustworthi- 
ness and honesty is second to no man’s in the land”; and, 


observing his course as President, one wrote: 
“Diogenes his lantern needs no more 


An honest man is found; the search is o’er.” 


One’s reliability in the minds of others is not a character- 
istic which may be acquired in a moment but is gradually 
earned through many and varied transactions. When once 
procured, however, it becomes a basic element in sales pro- 


motion. 


The greatest of careers, including those in selling, are built 
on an early recognition of this fact. 


The Lincoln National Life 
Tusurance Company 
FORT WAYNE, INDIANA 














ITS CHARACTER 


ITS NAME INDICATES 
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A new and special contract for a select 


* 


class of business and professional men and 


women. 


Provides economic security with double 
benefits payable in event of death prior to 


age 60. 


A new tool—especially offered for 


“Grant Month,” November, 1935—when 





the entire B. M. A. force will honor Pres- 


ident Grant in his birth month. 


“It’s the best buy of the year” 


IBUSINESS )EN’s 


ASSURANCE (oO. 
Kansas City, Mo. 


W. T. Grant, President 
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account of race, creed or color. That 
has been removed largely due to the 
fact that no discrimination is now used 
on account of any of these factors but 
there may be discrimination owing to 
experience of some classes. 

Under the new code, the director is 
privileged to get up an abstract of the 
annual statement after it has been filed, 
in tabular form and publish it. It is the 
idea to prepare this in an understandable 
way so that anyone can comprehend it. 

There was considerable complaint 
about the levying of a fine of $1,000 for 
anyone failing to comply with any order 
of the insurance director. That. has 
been removed but there is a provision 
for a maximum fine of $5,000 for anyone 
who wilfully and knowingly takes oath 
to any false statement, destroys any 
books, records or documents in violation 
of section 77. 


Approval of Policy Forms 


There has been a change in the revised 
code on the approval of policy forms 
and endorsements. So far as life, acci- 
dent and health companies are con- 
cerned, the department requires that all 
policy forms and endorsements must be 
submitted to the department and ap- 
proved before they can be used. So 
far as casualty, fire and marine com- 
panies are concerned, they must file such 
documents, but they can be used until 
the department has disapproved of them. 

In the rebate clause relating to life 
companies, the company was made liable 
for the acts of the agent whether it had 
knowledge of them or not. This has 
been clarified so that it is provided that 
unless one or more officials or depart- 
ment heads shall have knowledge of or 
knowingly permit an agent to rebate 
there is no penalty applying to the 
company. 

Banks and trust companies in cities 
over 5,000 are prohibited from establish- 
ing insurance agencies. 


Form for Premium Tax 


In the previous code, the form for 
premium tax was specified. It had a 
blank stating what items it should con- 
tain. Now the director is empowered 
to get up a form that he thinks desir- 
able. 

In the former code, providing for a 
two year incontestable clause for life 
insurance, there was no specific excep- 
tion for liability in case of death for 
those engaged in aviation. That excep- 
tion is in the new code but it does not 
apply to passengers on regular commer- 
cial air lines having adequate airports. 

Another feature applying to life insur- 
ance is that in the old code a company 
could not terminate a policy for non- 
payment of premium for a year. Now 
the time is cut to six months. 


Home Office Buildings 


There has been considerable discus- 
sion over the percentage of net admitted 
assets that could be invested by com- 
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panies for home office buildings. It pro- 
vides that domestic fire and casualty 
companies cannot use over 10 percent 
and life five. The director, however, 
can determine on a hearing if there is 
any seeming injustice in the application 
of the enforcement of this provision. 

The new code carries an emergency 
clause providing for a two-thirds favor- 
able vote in each house, which would 
put the code into effect as soon as 
signed by the governor. Otherwise if 
passed, it will not go into effect until 
July 1 of next year. 


Investments 


The objectionable feature so far as 
investments of outside companies is con- 
cerned is found in subsection I of article 
8 applying to admission of foreign and 
alien companies of all kinds. This sec- 
tion provides that a company shall 
satisfy the director that it has, if a 
capital stock company, a paid up capital 
and surplus at least equal to the capital 
and surplus required of a domestic com- 
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“ a 
pany which makes insurances comprise 
within the same class as section 7 of th 
code, which together with all othe 
funds except the minimum deposit yjj 
be invested in accordance with the lay; 
of its domiciliary state provided syq, 
investment of its minimum capital, sy. 
plus and reserve required by kay 
“affords a degree of solvency equal tj 
that imposed upon domestic companig 
but nothing herein contained shall }: 
construed as requiring the applicatig, 
of the percentage limitations relating 
either to the kind or amount of secur. 
ties prescribed in sections 68 and 1, 
etc: 












































MEETINGS HELD 





















The insurance division of the Illinois 
Chamber of Commerce held a meeting 







in Chicago Monday presided over by iti‘. Mi 
chairman, H. A. Behrens, president Con. ary po 
tinental Casualty. It voted to approvegmecode ha 






the drivers’ license bill with the fee elim, visions 
























inated. Inasmuch as the occupational speaks | 
disease act is still in the making it nat . 
urally took no action but referred the 
subject to the executive committee tM ¢ In 
study and the committee is given power IM terial cl 
to act. So far as social security legis I heen m: 
lation is concerned, the division wilBjcen v 
follow the legislative committee of theI the su 
chamber as a whole. changes 
The most important action related tM pave be 
the revised insurance code. The divi ¢-ation 
sion voted to approve the code withIRR ite ar 
exception of the vexatious delay clause 0. W 
which it urges strongly be eliminated emerge 
and the provision governing the rateIRR tes ¢ 
of casualty and fire insurance which i necessit 
suggested be put in a separate bill. ance Co 
At tl 
rather | 
PALMER’S COMMENT delay 1 
discrim 
2 both of 
At the request of THE NATIONAL Unpe- argume 
WRITER Insurance Director Ernest Palme IR ciderab 
of Illinois has enumerated the maiiR® and ne 
differences between the new code ani policyh 
that before the regular session. He says: tion h 
“The amendments made to the code Mi States 
during the discussion last spring have JR jaw in 
been retained in the new code because R® states | 
they were in the main constructive and or anti 
we had no objection to them. The pres 
ent code is certainly 98 or 99 percent the 
same as the old one. The principal It is 
changes are the following: Pepe 
1. In the investment section, which lane 
is Section 68, we permit life companit: BP . gig 
to invest 50 percent of their assets m ide ius 
properly appraised real estate mortgages pletely 
whereas the old provision limited this BR ine. 
item to 40 percent. We also clarified upon 1 
the language with regard to the invest: BR opis 
ment of preferred stocks and gover! BM i... 
ment guaranteed securities. his cas 
London Lloyds Section the dt 
jt directo 
2. The agents’ and brokers’ licens? BR tection 
law has been amended to meet the valid BP j... , 
objections raised by the recent decision By wi. 
in the circuit court of Sangamon county. BP tne. 
3. The section dealing with London Ry ~ 
Lloyds requires the deposit of at leat & 
$500,000 and also provides that ure «Tp 
earned premium reserves or loss tB@ impos, 
serves shall be maintained in this statt & trary 
for the benefit of policyholders of thi far as 
state. It gives the department power BF and n 
work out a code of fair competition ant compe 
requires London Lloyds’ attorney-in-lat! wares 
to make very definite filings of detailed state. 
information not required of any oth gener¢ 
type ot msurer. than 
4, Fire and casualty companies at have | 
permitted to write both fire or casualty BY ested 
business provided their charters gi BH) necess 
them that power and they have sufficiel! BH) is ger 
assets to meet the capital and surplt’ B) sessio 
requirements of both types of carriet oppor 
This will permit companies, both stock B) the pe 
and mutual, to compete: with Londo! B) insura 
Lloyds in writing comprehensive cover margi 
ages and multiple lines. It is a forwat June.’ 
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tep which should be of real benefit to 
poents, brokers and policyholders. Suffi- 
ent safeguards are thrown around this 
provision to make it a practical forward 
tep in the conduct of the insurance 
ysiness and we have found no one ob- 


Fecting to it. 
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comprise; 










vail of the 3. No attempt has been made to - 

oni lroduce a comprehensive rate law, but 

os A, Article XXVIU does give the depart- 
3 





ment power to prohibit fire and casualty 
‘companies charging discriminatory, ex- 
cessive, unreasonable or inadequate 
rates. The language of this article is 
plainly and simply worded and does not 
require the filing of rates or their ap- 
proval by the department nor does it 
set up any extensive rate regulation ma- 
chinery. 

5, All actions of the director are sub- 
ject to very definite requirements re- 
garding notice, hearings and court 
———— BB eview. These sections afford ample 
protection to all types of carriers, to 
all agents and brokers and render an 
effective curb on any arbitrary or dicta- 




























e Illinois torial powers which might be assumed 
meeting by the department. ; ; 

rer by its 7. Many of the so-called discretion- 
lent Corfe ary powers complained of in the first 
approvefm code have been eliminated and the pro- 
fee elim. visions of the law clarified so that it 





speaks for itself. 





upational 








red - Number of Minor Changes 
nittee tH g In addition to the above no ma- 
"1 POWER terial changes worthy of comment have 





ty legis. 
ion will 
e of the 


been made, although the whole code has 
been very carefully scrutinized during 
the summer and a number of minor 
changes in punctuation and phraseology 
have been made in the interest of clari- 
fication and the removal of any pos- 








slated to 
he divi- 








de = sible ambiguities of language. 
y Clause 9, We call special attention to the 
es emergency clause, Section 450, which 





states the plain and simple facts of the 
necessity for the enactment of an insur- 
ance code at this time. 

At this writing we know companies 
rather generally object to the vexatious 
delay penalty section and to the anti- 
discriminatory rate section. However, 
L both of these sections have some sound 
Unpe. arguments behind them and have con- 
Palme siderable support as being reasonable 
€ mail and necessary for the protection of the 
de ant R policyholders. The vexatious delay sec- 
fe says tion has been upheld by the United 
1e code BP States Supreme Court and is now the 
g have law in about 15 states. At least 25 
becaus IRF states have some sort of rate regulation 
yee or anti-discriminatory legislation. 
ent the Protection to Policyholders 


rincipal 





which it 
ill. 
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It is very easy for people to forget 
the condition of Illinois insurance a 


which sure i 
rpanies [im short three years ago and it is likewise 
sets infer 2 “ifficult matter to draft a statute of 


tgages this importance so that it will suit com- 
d this fer P'¢tely all of the 1200 companies doing 
larifed @) OUSiness in the state and the thousands 
upon thousands of agents, brokers and 


rest: ie 
wi 2 f solicitors. The policyholder is naturally 
inarticulate, has no organization to state 
his case before the legislature but it is 
the duty of the department and the 
— director to give him the legitimate pro- 
. valid ee C#On which he requires. We think we 
cision [ie have done that in framing this code 
ounty. A while at the same time being fair to all 
ondon { types of insurers, 
; least Termed Not Burdensome 
- poi ) . The regulations and requirements 
state Ae imposed by this code are neither arbi- 
§ this trary nor burdensome but only go so 
ver tof lar as experience has proved desirable 
ae and necessary with a far flung, highly 
nefact HP COMPetitive business which sells its 
tailed A wares to practically every citizen in the 
othe J State. No legislation before the Illinois 
/ seneral assembly has had more publicity 
as i than this code. Innumerable hearings 
‘talts hey been held and every person inter- 
aire i has had his day in court. The 
icient paeeny of revising the laws of Illinois 
plus : reser nerally recognized and the special 
riers bs ssion of the general assembly has the 
stock ' er enity to perform a real service to 
dot a People of this state by enacting the 
over: urance code which failed by the small 








ON THE WING 


Swink: Pronounced Improvement 
Ayres Home From Texas 
Hunt on Coast 


Los Angeles offices on an agency trip 
which took him to the Pacific northwest. 
Dwight Foster, assistant treasurer, ac- 
companied Mr. Hunt on part of his 


journey. 
t¢ w & 


H. E. Aldrich, vice-president and 
superintendent of agencies Equitable 





Returning to the home office after an 
extensive trip to the south and south- 
— Angus = Swink, president Atlantic 

.ife, reports that conditions are showing x 
pronounced improvement in all parts of Agree on Fundamentals in 
He was accompanied on 
the trip by William H. Harrison, vice- 
president and superintendent of agencies. 


C. L. Ayres, president American Life 
of Detroit, has returned to the home 
office after a month’s stay in Texas. 


and confidence 


Life of Iowa, has been visiting agencies 
in Los Angeles and San Francisco. 


Uniform Liquidation Move 





HARTFORD, Nov. 7.—The special 
committees of the American Bar Asso- 
ciation and of the National Convention 
of Insurance Commissioners consider- 
ing uniformity in laws governing liqui- 
dation of insolvent insurance companies 


is heard | at their meeting in Hartford agreed upon 


everywhere and less of the depression,” | Certain fundamentals. They are in ac- 
said H. J. Garretson, assistant manager | Cord in holding insurance commission- 





Interest Recovered in Sale 
of Property Is Held Income 





Accrued mortgage interest was held 
to be income to the mortgagee upon its 
bidding in of the property on foreclos- 
ure at a price equal to the debt plus 
interest by the United States Board of 
Tax Appeals. The ruling involved a 
petition of the Prudential for review of 
deficiencies totaling approximately 
$660,000, assessed against it for 1927- 
1930. In the case of properties on 
which the company has made loans and 
which are conveyed to it by the mort- 
gagors in satisfaction of the principal 
of the debts and unpaid interest, it was 
held that in the absence of evidence 
showing the values of such properties 
it is assumed that they were equal to 
the debt and interest and it was held 
that the interest constituted income. 

Where a lump sum is paid by the 
company for land and improvements 
thereon and the portion of costs alloc- 





spoke to the Spokane Life Underwriters 
Association’s meeting. 


George L. Hunt, New England Mu- 
tual Life vice-president in charge of] nas “Gecreased its capital 
agencies, visited the San Francisco and $340,000 to $102,000. 


of agencies of the Fidelity Mutual Life | ers should be liquidating officers; that 
when visiting the John A. Bronson 


* OK Ox main receiver, 





uniform laws or definitions as to pre- 
Spokane. Mr. Garretson | ferred claims be adopted, and that de- 
posits with states at time of company 
failure should be administered by the 


The Home State Life of Oklahoma City 





and directors. 





able to the improvements determined, it 
was held that obsolescence based on 
such cost may be taken over the period 
from the date the tenant gave notice 
of intent to terminate the lease to the 
date of demolition of the building. 


The Texas Mutual Life of Tyler, Tex., 
stock from | held a banquet for 150 employes, officers 











ia of four votes in the senate last 





ward 











CONTRASTING PICTURES 


Picture two life insurance men—one pro- 
ceeds along specialty selling lines. He sells 
a policy here and a policy there. He con- 
stantly sees new people, makes a sale, and 
probably forgets about those people, and 
they forget about him. As he gets older 
he finds it a bit more difficult to keep up 
the pace he has set for himself. He must 
constantly get new people, and since his 
approach is along purely specialty selling 
lines, he finds it a bit difficult to approach 
the younger age group that are buying 
modest amounts of insurance. Gradually 
his production lessens, his income suffers. 
It is not a pretty picture and yet it is an 
honest picture of what happens to the life 
insurance man of a certain type. 


*% os & 


Contrast this with the picture of a man 
who does a real job of Client Building 


Through Estate Planning. He proceeds vig- 
orously to build clients as well as sell life 
insurance. He substitutes for the pressure 
of sheer salesmanship the far greater pres- 
sure that comes from the logic of facts and 
circumstances. He addresses himself to the 
disinterested serving of the needs of his 
clients. He puts at their disposal an ever 
increasing store of knowledge and ability 
which his experience builds for him. Do 
not for a moment think that he is not a 
salesman. He is a salesman of the highest 
order. He does not merely marshal facts. 
He presents them in a way that calls for 
action. 


A good doctor does not merely find out 
what is wrong with his patient. He tells 
him what to do about it and insists rather 
strongly that he shall do it. 


—James A. Fulton 
President, Home Life 


If you would like a copy of this entire speech, write for the booklet “A Career 
or a Job"... or, if you are interested in other material which the Home Life 


has published in the interest of their 


"Career Underwriters", you may have a 


copy of any of the following booklets: "Client Building Through Estate Planning’; 
"The Making of a General Agent"; "My Daily Dollars"; "Planned Estates". 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY M NEW YORK, N. Y. 


ETHELBERT IDE LOW JAMES A. FULTON 
Chairman President 


C. C. FULTON, JR. W. P. WORTHINGTON 


Agency Vice-Pres. Supt. of Agencies 
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Need for Table-Pounding Actuaries 


THE conception of an actuary as a man 
who lives in a different world from that 
traveled by the “normal” human being and 
that he is a cold, mathematical soul with 
an extra dash of perversity in his makeup, 
is dispelled at meetings of the AMERICAN 
InstITUTE oF AcTUARIES. What pure 
mathematics there is at those sessions 
comes out in printed form and is not al- 
lowed to interfere with a flesh and blood 
treatment of the vital issues of the busi- 
ness. 

The. actuary is, naturally, of studious 
stripe, but he is not bogged down by his 
learning. He. abhors repetition, propa- 
ganda and “bunk.” What he says is stripped 
to fundamentals and he believes in the 
force of logic to carry the day. He takes 
competitive situations into account but he 
does not lose himself in competition. 

Several speakers at the institute meeting 
in Chicago, notably Presipent R. C. Mc- 
CANKIE, referred to the importance of ac- 
tuaries extending their influence these days, 
in view of the vast social security under- 
takings. Although the advice of actuaries 
was disregarded in framing the present so- 
cial security act and the Concress went 
ahead to provide for a stunning reserve 
structure, Mr. McCankie warned against 
actuaries now sulking in their tents. They 
should go to the front and demand that the 
plan be corrected, before it is too late. 

We believe profoundly that the actuaries 
should make themselves felt in a public 
way. However, it will be difficult for them 
to cause action to be taken by using the 
same technique that they use, for instance, 
in carrying on discussions at actuarial 
meetings. It is not enough in public affairs 
to stop with the idea that the simple state- 


ment, because of its truth, will bring re- 
sults. There must be some table pounding, 
raising of the voice, repetition, dressing up 
of the truth in words and pictures that will 
have compelling force among the public. 

Presipent M. A. Linton of the Provi- 
DENT MuTuaAt Life has done as much as 
any one to bring home the dangers in the 
social security reserve setup. His audience, 
however, has been largely among thought- 
ful people and those in the front office 
class. There is need, we believe, for a fil- 
tering of the actuarial conception to the 
less reflective people. 

Mr. McCankIE summed up, in large 
measure, the dread that the, actuaries feel, 
when he mentioned the question of the re- 
serve under the social security act that is to 
be composed of governmental issues vastly 
in excess of the present indebtedness, 
“which we have always assumed to have 
been created as a result of the major ca- 
tastrophe incurred during the war and its 
sequel.” 

That statement has plenty of meaning 
for the actuary and for other students, but 
in order to have effective force in causing 
modification of the plan, the idea behind 
that statement must be retailed from the 
street corners in picturesque language. 
Many of the actuaries are alarmed, but 
they do not communicate their feeling of 
alarm, because of their habit of under- 
statement and of their perhaps too great 
reliance upon the force of logic. 

If the actuaries are convinced that the 
nation is embarked upon a destructive 
course, they should take the lead in focus- 
ing public attention upon the dangers, even 
if this requires a technique that is ordi- 
narily repugnant to them. 


Having a Stake in the Community 


THE great body of life insurance men 
who believe in the future of this coun- 
try will undoubtedly read with interest 
the recent article by Frank R. Kent 
of Baltimore, well known Washington 
correspondent, in a recent issue of 
“American Mercury” in which he takes 
the position that when people are a lit- 
tle ahead of the game and have a stake 
in the community they are perfectly wil- 
ling to have improvements brought 
about but they think they should be 
made without changing the rules under 
which they are winning. 

Mr. Kent calls attention to the fact 
that there are 65,000,000 individual life 
insurance policyholders in this country, 
45,000,000 individual savings bank de- 
positors and 15,000,000 home owners. 
This constitutes therefore a formidable 
body of citizens that believe in thrift 
and savings and have acquired some- 


thing worth while, be it ever so small. 
Therefore Mr. Kent has no patience 
with the propagandists who are endeav- 
oring to convince the public that the 
great bulk of citizenry of this country 
is downtrodden and oppressed. Atten- 
tion is called to the fact that five-sixths 
of the people were self sustaining dur- 
ing the worst days of the depression, 
which all goes to show that the discon- 
tented element, as Mr. KENT points out, 
is not so numerous but it is extremely 
noisy. 

It makes a material difference in the 


mind of anyone toward economical |- 


questions if he has something that he 
owns and which he prizes. He may have 
but a thousand dollar policy or even 
less and yet that gives him a feeling of 
interest in his environment and a greater 
concern in what makes his holdings se- 
cure. In a day when the nation is 





frightened, strange schemes come to the 
surface. 

Mr. Kent makes the point that at 
heart the people are normally and heav- 
ily conservative except when scared. 
When the fright abates, then the public 
would cease experiments. 








Novemb 
———— 





It would seem therefore that life i, 
surance salesmen are contributing my 
to the welfare of the country by indy, 
ing people to carry life insurance ay 


therefore increase their stake jn 4 
community and make them bet 
citizens. 


Why Not the Appellation “‘Agent’’? 


S. F. CLasauGH, president of the Pro- 
TECTIVE Lire of Birmingham, in his ad- 
dress before the annual meeting of the 
AMERICAN LiFE CONVENTION expressed 
himself as not in favor of the effort to 
refine the title of life insurance salesman. 
He is not in favor of glossing over with 
veneer the plain and simple title “agent.” 
He disregards all euphemistic efforts to be- 
cloud the general term. For instance, he 
sees no need of calling an “agent” an “un- 
derwriter,” “life insurance consultant,” 
“life insurance representative,” “life insur- 


ance adviser,’ “special representative” 
and so forth. 

President CLABAUGH said that the wor 
“agent” in its derivation means somethin 
potent. An agent, he said, is one who do 
things, one who exerts power, one wh 
has the power to act, an active being. 

That very clearly defines “agent.” |; 
puts him into a class of beings that ay 
active, powerful, go getting, productive. WV; 
are inclined to agree with Presidey 
CLABAUGH that a life salesman should 
proud of the title “agent.” 


Gaining Customer Confidence 


INSURANCE salesmen realize the necessity 
of holding their customers and this can 
only be done by giving the best kind 
of service, being conscientious and hon- 


est in all their endeavors. Once an in 
surance man gains the confidence of his 
policyholders he has acquired an ir 
vestment that is well worth while. 








PERSONAL SIDE OF BUSINESS 





A. L. Welch, 70, one time insurance 
commissioner of Oklahoma, died in 
Oklahoma City. He was appointed in- 
surance commissioner in 1913 by then 
Governor Cruce, remaining in that po- 
sition until 1921, then becoming presi- 
dent of the Safety First Life. 


R. W. Frye, special agent in Denver 
of the Northwestern Mutual, was among 
the delegates who attended the Rocky 
Mountain regional convention of the 
U. S. Junior Chamber of Commerce in 
Salt Lake City. 


A. M. Stanley, California state direc- 
tor of the State Farm Life, has an in- 
teresting past. He was born in Lake 
county, Calif. in an old camp wagon, 
his mother and father having crossed the 
plains. Mr. Stanley has been with the 
State Farm since 1928. Previously he 
was secretary of the Orange and Napa 
county farm bureaus, 


Frank B. Jacobshagen, secretary of 
the Farmers & Bankers Life, has been 
nominated for treasurer of the Wichita 
Kiwanis Club. 


The 25th anniversary of the service 
of Carrol C. Day as Oklahoma City 
general agent for the Pacific Mutual 
Life was marked by an anniversary ap- 
preciation contest, known as “Three 
Days _ for Day,” engaged in by the en- 
tire field force of the company. 

Then a luncheon was given in Okla- 
homa City by J. H. Russell, Los An- 
geles general agent, by electrical tran- 
scription. Each of the seven general 
agents, who had sponsored the contest 
in Mr. Day’s honor, spoke to the lunch- 
eon by a recorded program. When the 
record ceased, Mr. Russell picked it up 
by long distance from Los Angeles, in- 
troducing) Vice-president D. C. Mac- 





Ewen. President George I. Cochran 
and Mrs. Cochran were heard, as wel 
as Vice-president W. H. Davis, Jens 
Smith, Asa Call and D. E. C. Moore 
T. M. Riehle of New York, immediate 
past president of the National Associa 
tion of Life Underjwriters, broadcast 
greetings from his city. 


J. C. Caperton, Chicago general agent 
of the State Mutual Life, is planning to 
leave Nov. 9 with his wife on a motor 
tour of the southwest. He will speak 
a meeting of the Dallas Association oi 
Life Underwriters Nov. 15 on “Finding 
Prospects for Life Insurance in Noven- 
ber, 1935, and Closing Them.” The 
couple plans to visit friends in Ardmore, 
Okla., and Waco, Tex., and Mr. Caper 
ton will pay his respects at Oklahom 
City to C. C. Day, general agent Pz 
cific Mutual Life, and George Summy, 
manager Sun Life of Canada. 


ene 


The Protective Life of Birmingham 
sponsored the 4-H Club health contest 
in Alabama in which a boy and git 
were selected Saturday to participate 
in the national contest in Chicago, Dec. 
2. Expenses of the Alabama competi: 
tion were paid by _the Protective Lift. 


President T. I.  Peuitiiietaee of tie 
Equitable Life of New York has beet 
elected a trustee of Columbia Uni 
versity, where he has been professor of 
legislation since 1917 and acting dean 0! 
the law faculty in 1923-24. To accept 
the trusteeship Mr. Parkinson resigned 
as director of the university’s legislative 
bill Setting department. 





Frank M. Shelling, 40, Portland, Me. 
assistant manager of the ‘prudential, was 
killed instantly when _ his automobile 
cing a parked truck at New Glouceste! 
Mass 
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Detroit Life Control Passes 


Federal Court Names President Rey- 
nolds Temporary Receiver, Taking 
Matters Away From State 





Control of the Detroit Life passed to 
jederal court, Judge E. J. Moinet ap- 
pointing J. A. Reynolds, president, as 
temporary receiver replacing Commniis- 
sioner Ketcham, who has had Vice- 
president L. H. Charbonneau acting as 
deputy custodian, 

Mr. Reynolds is to serve under 
$25,000 bond until Nov. 11, when Judge 
Moinet said he would hear arguments 
on an order to show cause why a per- 
manent receiver should not be appointed. 
Judge Moinet declared his first consid- 
eration would be to protect policy- 
holders. 

Sought Reorganization 


Last June, after fruitless attempts by 
the RFC and Michigan insurance de- 
partment to reorganize the company, 
former Attorney-general H. S. Toy 
started receivership proceedings in Ing- 


' ham county circuit court, Commissioner 
' Ketcham being named receiver and at- 


tempting with Mr. Reynolds to work 
the company out of its difficulties. 
The federal court action was initiated 


| by R. H. Finneran, an alleged policy- 


holder and stockholder, through the 
legal firm of Levin, Levin & Dill. They 
asked federal receivership and eventual 
dissolution of the company. The fed- 
eral court action takes control of the 
situation away from. state officials. 

The state and company contested the 
action. H. E. Wilson, assistant attor- 
ney-general, contended the federal court 
did not possess jurisdiction. Finneran’s 


| attorneys told the court $10,000,000 De- 


troit Life policies have been allowed to 
lapse and monthly premium payments 


» have fallen from $500,000 to $40,000 per 


» month, The company ‘formerly had 
: about $50,000,000 in force. 
Claim Jurisdiction Exceeded 
Finneran contended the Ingham 


' county court exceeded its authority in 


appointing a receiver and charged mis- 
P during the receivership. 
Death claims, he said, were paid in full 
although the company actually had been 
able to pay only 40 cents on the dollar. 
Judge Moinet Oct. 2 upheld the circuit 
court action, but reconsidered his de- 
cision, ruling that because of the cir- 
cuit court’s extra-jurisdictional action, 
stockholders had been deprived of prop- 
erty without due process of law. 

Federal Judge Moinet at Lansing, in 
assuming jurisdiction over the Detroit 
Life, evidently surprised the state in- 
surance department. Commissioner 
Ketcham, who was appointed receiver 
under the Ingham circuit court, indicates 
that the federal court’s action will be 
appealed on jurisdictional grounds. Mr. 
Ketcham will contest the charges made 
by a bill of complaint filed in the federal 
court by R. H. Finneran of Detroit, a 
policyholder and stockholder. The alle- 
ations made by Finneran were set for 
argument Nov. 11, in case the jurisdic- 
tional question was not appealed. 





Opens Canadian Office 


The Ministers Life & Casualty Union 
of Minneapolis, which was recently li- 
censed by both the Dominion of Can- 
ada and Ontario insurance depart- 
ments, has opened a Canadian office in 
Toronto in charge of A. W. Hobart, son 
te Secretary M. W. Hobart, who has 
een made chief agent for Canada. 





Returns. to Prudential 


A. F. Jaques has resigned as general 
Manager of the New Jersey Emergency 
Fed Administration to return to his 
in in the home office of the Pruden- 








Country Life Showing Gain 





Company Is Writing Considerably More 
New Business This Year and 
Is Growing 





The Country Life of Chicago will 
round the year with $24,000,000 of new 
business as compared with $18,000,000 
last year, which is a remarkable growth 
considering the fact that the company 
operates only in Illinois. It has a hard 
hitting organization and under the gen- 
eral management of L. A. Williams, is 
making an excellent record. 

Its field force is writing more new 
business both in the rural and city dis- 
tricts. The Country Life does not aim 
to write much business in Chicago, al- 
though it gets about $250,000 a year out 
of the city. It has a general agency at 
Bloomington which produces $1,500,000 
a year in the county. The Country Life 
has about as liquid a portfolio as could 
be imagined. Its investments are largely 
in government securities, although in 
its new purchases it is diversifying and 
is buying municipals, utility and indus- 
trial bonds. It has no security of any 
kind in default. The company since it 
started has had an average mortality of 
27 percent. 


General Manager Williams’ Comment 


General Manager Williams, in speak- 
ing of present conditions in country ter- 
ritory said, “Undoubtedly there is an 
increased buying power among the 
farmers. There is a far better feeling 
than I have seen for a long time. The 
farmers are diversifying their crops and 
they have some money with which to 
make purchases. They have been hold- 
ing back for some years and now are 
in need of a number of articles. With 
an extra amount of cash they are able to 
meet some of the demands. Our agents 
are getting a portion of the extra money 
that farmers have.” 





Affiliates to Quit Business 


Western & Southern Life’s Fire and 
Casualty Running Mates Will Retire 
from the Field 








The Western & Southern Life has de- 
cided to withdraw from the field its 
running mates, the Western & Southern 
Indemnity and the Western & Southern 
Fire. It seems that the attorney general 
of Ohio and some of the other state 
officials objected to the Western & 
Southern Life, holding the stock of both 
companies in its portfolio although they 
were put in as non-admitted assets. W. 
C. Safford, formerly Ohio insurance 
superintendent, has acted as_ general 
manager for both companies. The West- 
ern & Southern Indemnity is the out- 
growth of the old American Liability of 
Cincinnati. It built up quite a hand- 
some business but it was hard hit on 
writing workmen’s compensation. The 
Western & Southern Fire did a profit- 
able business. It has been reinsured in 
the Great American Fire. 

The Western & Southern Indemnity 
will allow its policies to expire. All 
claims will be paid and full service will 
be rendered until there is no further lia- 
bility. Some months ago it began to cut 
down its writings by retiring from 
some unprofitable states and unprofitable 
agencies. 


Report on United Funeral System 


The Illinois department has issued its 
report on the examination of the United 
Funeral System. The report said it has 
been necessary for the officers to make 
contributions to enable it to meet cur- 
rent claims and expenses. Its member- 
ship is small and is decreasing. Therefore 
the department says the membership 
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The Human Factor Still at Fault 


Seventy years ago the press was stirring up public indigna- 
tion against unnecessary accidents much as it is today. 

The most shocking disasters were often due to hastily con- 
structed roadbeds and bridges and to the lack of safety ap- 
pliances. The proprietors of the primitive railways and 
steamboats were the point of attack. 

These obvious causes have come under control. Legislation 
growing out of an outraged public opinion, supplemented by 
safety methods and devices fostered by insurance companies, 
did the work. 

Today educational publicity is properly aimed at the public 
whose carelessness causes our appalling accident record. 
Every promising effort to cope with accidents deserves 
our energetic support. Our real contribution to the problem 
however lies in accident insurance. 


Life insurance salesmen owe their clients this protection 
since even a well planned life insurance program leaves the 
insured exposed to this serious hazard. 


Connecticut General accident insurance pays for medical, 
hospital and nursing care, provides all the usual benefits in 
any desired combination. Our new rate card gives full infor- 
mation. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











SOME REAL 
ADVANTAGES... 


—To a young-old company (we have 29 years of con- 
sistent progress behind us). 

—To a STRONG “little” company (we have $4,000,000 
assets, and our officers and agents are personal 
friends). 


Some choice territories now open. Investigate. 


The Old Line Cedar Rapids Vite 


INSURANCE COMPANY 
Cedar Rapids, Iowa 


Colonel C. B. Robbins, Pres. 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 


meen one 


















14 


THE NATIONAL 


UNDERWRITER 


November 8, 193; 








should be increased. Its assets as of June 
1 were $1,113, surplus $816. It has 915 
members. 





Deficit in the Expense Fund 





Report Is Made on the Modern Mutual 
of Chicago by Illinois De- 
partment 





The Illinois department has made a 
report on the Modern Mutual of Chi- 
cago, an assessment company. The 
examination -as of June 30 shows assets 
$7,234 and liabilities $5,906. 
says that a substantial deficit now ex~ 


ists and has been existing for the ‘last’|:.: 


two years in the expense fund. This 
situation, says the report, indicates a 
depletion of the mortuary and reserve 
funds to the extent of the deficit: .and 
must be rectified. It operates only in 
Illinois. The company granted an ex- 
clusive agency contract to the Modern 
Plan Corporation. Commision paid was 
95 percent of the first year’s premium 
from which all medical fees, inspection 
fees and reinsurance premiums will be 
charged against the agents as they are 
incurred. Renewal commissions of 75 
percent of the expense contribution -on 
each policy in force was paid. Subse- 
quent to the examination the agency 


The report | 





contract with the Modern Plan Cor- 
poration was canceled. The report says 
that no contract containing similar pro- 
visions should be effected and a ma- 
terial reduction should be made in the 
operating expense. It writes a whole 
life policy on the monthly payment 
plan, $1 a month up to age 40 and 
graded thereafter. ; 

During the six months the total in- 
come was $5,966, disbursements $6,765. 
It had on July 1, $553,499 insurance 
in force. 


Prudential Makes Changes 
in Its Supervisory Staff 








Three changes in the field supervisory 
staff have been made by the Prudential. 
T. D. Miller, field supervisor in charge 
of the middle west and western agencies, 
has been transferred in charge of agen- 
cies in Michigan, Ohio, Pennsylvania 
and New York state outside of Greater 
New York, Kentucky and Indiana. This 
territory formerly was supervised by R. 
E. Wilkins, who has been given super- 
vision of Greater New York and New- 
ark. Sayre MacLeod, Jr., has been ap- 
pointed field supervisor for the middle 
west and west, including Illinois and 
Indiana. He formerly had the Greater 
New York and Newark territory. All 


















good company to be with. 


OMAHA, NEBR. 


Set your course by dependable 
landmarks. Ahead is opportu- 
nity for every capable man. 
Choose a company young 
enough to promote able men, 
yet old enough to have proven 
the calibre of its management 
by consistent growth and sound 
financial condition. Look up 
American Reserve Life—it is a 


AMERICAN RESERVE 
LIFE INSURANCE CO. 




















three make their headquarters at the 
home office in Newark. Both Mr. Miller 
and Mr. MacLeod have been connected 
with the company more than ten years. 


Penn Mutual’s Legal Staff 


The Penn Mutual Life announces 
some changes in its legal department, 
two of them promotions and one a new 
member: : 

W. F. Haldeman, assistant counsel 
since January, 1934, is now associate 
counsel. W. H. Satterthwaite, since 
last April a member of the legal staff, 
has been appointed assistant counsel. 
F. O. Affeld, III, has been appointed 
assistant counsel. He is a son of F. O. 
Affeld, Jr., of Affeld, Sowers & Her- 
rick, insurance counsel of New York 
City. He graduated from Hackley 
School, Tarrytown, N. Y., Cornell and 
Yale Law School. While at Cornell he 
was center in the varsity football team 
for three years, and was intercollegiate 
heavyweight wrestling champion in 
1926. From 1928 to 1931 Mr. Affeld 
was in the Philippines, as legal assist- 








ant to Governors General Henry L. 





Stimson and Dwight F. Davis. Fron 
1931 to 1935, he was associated with the 
New York law firm of Winthrop, Stim. 
son, Putnam & Roberts, where he dij 
the Penn Mutual’s legal work. 

George Wharton Pepper is the ger. 
eral counsel—he is a former Unite 
States senator from Pennsylvania, Rob. 
ert Dechert is counsel. 





Dr. Wilson Succeeds Father 


Dr. Edward H. Wilson of Columbys, 
O., has been elected a director of the 
Midland Mutual to succeed his father. 
the late E. J. Wilson, who was the firs 
medical director of the company. Dr; 
Wilson is a graduate of Dartmouth Col. 
lege and Harvard Medical School. 





Roy Hart to United Benefit 


Roy Hart, Nebraska insurance depatt- 
ment examiner for four years, has re. 
signed to become an executive with the 
United Benefit Life of Omaha. He wa; 
formerly secretary of the old Prairie 
Life of Omaha. Director Smrha will 
not fill the vacancy at present. 
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Feel Good Times Are Here 


Southland Life Agents Convention Ad- 
dresses Show Enthusiasm 
Over Prospect 








Good times are here and better times 
are coming, it was the consensus at the 
agents convention of the Southland Life 
in Dallas. 

President H. L. Seay told the agents 
depression is a thing of the past in life 
insurance. It has the confidence of the 
people since it withstood all tests in the 
last six years. He reported the com- 
pany in the best financial shape. Mr. 
Seay urged the agents to shoot at higher 
marks and predicted the coming years 
would be the best in the history of life 
insurance. 

Chairman R. L. Daniel of the Texas 
insurance commission spoke with op- 
timism, saying during the past five years 
life companies domiciled in Texas came 
through splendidly, there being no fail- 
ures in the state and the 38 Texas- 
Gwned companies now writing more in- 
surance in Texas than the 91 legal re- 
serve out-of-state companies. 


Expect Selection Tightening 


There is going to be general tight- 


ening in selection of risks, Dr. J. T. 
Montgomery, medical director, pre- 
dicted. Companies will watch large 


risks very closely and pay more atten- 
tion to non-medical applications. E. O. 
Thompson, chairman Texas railroad 
commission, was on the program. It is 
reported he may be a candidate for 
governor. Col. C. B. Robbins, man- 
ager and general counsel American Life 
Convention; R. B. Hull, managing di- 
rector National Association of Life Un- 
derwriters; Will McCraw, attorney-gen- 
eral of Texas; D. G. Rupe, Col. W. E. 
Talbot, Lorry Jacobs, Clarence Linz 
and P. V. Montgomery also were on 
the program. 

Isadore Segall won the cup for most 
efficient agent. Service rings were pre- 
sented to G. C. Stengel, A. S. Doerr, 
Mrs. Lucy Stone, F. E. Wallace, O. V. 
Johnson, L. L. Mass, A. R. Payte, F. 
N. Scroggins, W. A. Baker and A. C. 
Kyle. The 250 agents attending and 
their wives were guests at one of the 
Southland’s broadcasts and attended a 
theater party. The annual banquet, 
bridge parties and teas were among en- 
tertainment features. 

The largest producers for the year, 
in order of amounts written and paid 
for, are W. T. Gwaltney, A. C. (“Tex”) 
Bayless, Kroger Stokes, Isadore Segall 
and Kay & Smith. The first two named 
were well above the $600,000 mark. 





Total business written in 10 months 
this year was $15,769,855, not including 


reinsurance. It is believed the total for 
the year will be around $18,000,000, 
There were 8,230 applications in the 19 
months. 





State Farm Gathering 


More than 250 agents and officials ‘of 
the State Farm Life gathered in San 
Diego for the annual California conven- 
tion. 

C. M. Johnson, of Glendora, presided 
at the opening session. R. N. McCord, 
special agent State Farm Life, discussed 
“Life Insurance as a Profession,” and 
Mrs. Anna B. Higgins, wife of W. Hig. 
gins, agent, responded with a talk on 
“What Life Insurance Means to Me” 
Frank W. Bland, Pacific Coast manager 
of THE NATIONAL UNDERWRITER, spoke. 

President G. J. Mecherle was repre- 
sented by A. W. Tompkins, agency vice- 
president, who discussed “Building You 
Own Morale and What the Future 
Holds for Us.’ Commissioner Samuel 
L. Carpenter, Jr., spoke on “The Agents 
Relation to the Insuring Public.” G. E. 
Myers, claims manager, and J. H. Allen, 
Jr., his assistant, told of the agents part 
in claim work. 

Managers’ problems were considered 
at a round-table with A. M. Stanley pre- 
siding. 





Conference at Mankato 


The Southern Minnesota agency of 
the Northwestern Mutual Life held a 
meeting in Mankato with President M. 
J. Cleary, J. J. Hughes and L. J. Evans, 
assistant directors of agencies, present 
from the home office. General S. A. 
Erickson and his men put on a two 
weeks’ drive pfior to the meeting and 
secured 83 applications for $279,795 o! 
business. The Mankato general agency 
shows a gain of 22 percent for the year. 
Fifty agents were present. 





Canada Life 1936 Dates 


The Quarter Million and Century 
Club members of the Canada Life ™ 
Canada from Winnipeg east and in the 
United States from Minnesota east wi 
meet in convention next year June 17-!! 
at the Log Chateau of the Seignioty 
Club in Quebec. 


New Connecticut Examiner 


J. T. Royston, who has been appointed 
an examiner for the Connecticut depart 
ment, previously represented the Trav 
elers at Bridgeport and again at New 
Haven. He served as secretary of the 
Fairfield Insurance Adjusters Associa 
tion. His first work will be codificatio! 
of state laws and departmental rulings 
with respect to automobile insurance 
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LIFE AGENCY CHANGES 





——_—— 


Wilson Is Richmond Head 





[mportant Changes in Agency Represen- 
tation Announced by the Mutual 
Life of New York 





Eldon D. Wilson, now manager at 
Wheeling, has been appointed manager 
for the Mutual Life of New York at 
Richmond, Va., to succeed Manager S. 
B. Love who will retire on Jan. 1, under 
the company’s retirement plan, Earl 
W. Yago of Pittsburgh becomes man- 
ager at Wheeling. Mr. Love will main- 
tain a desk in the Richmond office and 
will write personal business. 

Mr. Love has been continuously in 
the service of the Mutual Life since 
1389, when he joined its then general 
agency at Columbia, S. C. In 1903 he 
became superintendent of agents in the 
Mutual Life’s agency at Charlotte, N. C. 
He was made manager at Memphis in 
1907 and has been manager at Rich- 
mond since Jan. 1, 1912. 

Mr Wilson is a native of Virginia, 
and was graduated from the University 
of Virginia at Charlottesville in 1916. 
He was a member of the agency staff 
at Richmond for a year and for five 
vears with the Mutual Life’s field force 


' at Denver, where he was frequently on 


He returned to Rich- 
superintendent of 
agents in 1922, and later was appointed 
agency organizer. In 1930 he was ap- 
pointed Mutual Life manager at Wheel- 
ing. He has been a trustee of Davis- 
Elkins College, Elkins, W. Va., and 
president of the Wheeling Alumni As- 
sociation of his own college. 

Mr, Yago is a native of Hinton, W. 
Va, having attended West_ Virginia 
University at Morgantown, W. Va. He 
was a member of the Mutual Life’s field 


the leaders’ lists. 





force for nine years and has_ been 
F agency organizer at the Pittsburgh 
» agency since 1931, 
Opens Butte General Agency 


The Aetna Life has established a new 
agen Mont. with James 
Tullis as general agent. During 21 years 
that he has been associated with the 
Aetna Life he has built a reputation for 
a high annual volume of production. He 
has been located for many years at 
butte. The Aetna Life business in the 
Butte territory has developed to the 
pomt where a general agency organiza- 
oe needed to cover expanding ac- 
Ivities, 





Heavey Going to Chicago 


Wade H. Heavey, assistant manager 
Equitable Life of New York at Wheel- 
ing, W. Va., resigned as of Nov. 1 
to become assistant manager of the 
George Hoffman agency of the Guard- 
lan Life of New York in Chicago, as- 
sociated with Manager Hoffman. Mr. 
Heavey has had many years’ life insur- 
ance experience, having been for a num- 
ber of years home office agents instruc- 
tor of the Equitable Life of New York. 
He then for about a year was connected 
with the Samuel Lustgarten agency of 
that company in Chicago. Mr. Heavey 
Was a successful personal producer also, 
having paid for as much as $500,000 in 
a year. He was graduated from West 
Point. He transferred from Chicago to 
Wheeling, becoming connected with the 
Sweeney agency of the Equitable. 

‘Mr. Heavy and Assistant Manager 
W. W. Grosser will assist Manager 
Hoffman in development and expansion 
of the agency. 


Resigns as General Agent 
R. W. Steckler, who for the past ten 
years has been general agent of the Se- 
curity Mutual Life at Topeka, Kan., has 
resigned his position but will continue 
's affiliation with the Security Mutual, 


going into personal production work ex- 
Clusively, 





Atlantic Life Makes Changes 





Appointments Made of LaVallee in 


Chicago, Palmer in Cincinnati, 


Ragsdale in Waco 





The Atlantic Life has appointed three 
new general agents. At Chicago, J. K. 
LaVallee, former field superintendent 
American Reserve Life, with wide ex- 
perience in developing producing groups 
in that city, has taken over direction of 
the agency. He succeeds R. M. Wilson, 
who has taken another connection. Mr. 
LaVallee formerly was field supervisor 
of the American Reserve Life, Omaha. 

The agency in Cincinnati has been 
placed in charge of A. C. Palmer, re- 
placing E. A. Hahne. Mr. Palmer is 
widely known through his former long 
association with the “R & R” service 
and his good record in general agency 
work for several companies. 

At Waco, Texas, the Atlantic has es- 
tablished a new office under F. H. 
Ragsdale, who is well known in the 
state, where he has been engaged in 
general agency operations for many 
years. He formerly was general agent 
of the Lamar Life at Dallas. 





Yeomen Mutual Appointments 


The Yeomen Mutual Life of Des 
Moines has appointed A. E. Johnson, 
and G. R. Richardson general agents in 
Davenport, and Pittsburg, Kan., respec- 
tively. Mr. Johnson was formerly agent 
for the Harold T. Winter agency of the 
Union Central Life at Davenport, and 
prior to entering the insurance business, 
was for seven years sales manager of the 
Capitol Ornamental Iron Works at 
Rockford, Ill. 

Mr. Richardson, in the insurance busi- 
ness for several years in Pittsburg, was 
formerly general agent for the Peoria 
Life, and renews a business association 
with Superintendent Young, who also 
be formerly connected with the Peoria 

ife. 





Carver Saskatoon Manager 


The Great-West Life announces the 
promotion of James Carver, Jr., as man- 
ager of its Saskatoon office. He will suc- 
ceed W. B. Crawley, who will retire 
after 26 years’ service. He has been man- 
ager in Saskatoon ever since the agency 
was opened in 1913. Mr. Carver first 
joined the company in 1925. For the 
past few years he has been in Camrose, 
Alberta. 





Nelson with Reliance Life 


Nels J. Nelson, home office representa- 
tive at San Francisco of the Oecidental 
Life, will resign about Nov. 10 to be- 
come northern California manager for 
the Reliance Life at San Francisco. He 
succeeds J. F. Johns, who recently be- 
came assistant superintendent of agen- 
cies of the Reliance Life at Pittsburgh. 
Mr. Nelson was born in Sweden. He 
formerly was connected with the West 
Coast Life, Western States Life in San 
Francisco, then assistant general agent 
in San Francisco of the National Life, 
U. S. A. He joined the Occidental in 
1930. 





Wilson to General American 


Jack Wilson has been appointed as an 
agency supervisor in eastern Kansas of 
the General American Life. He is a 
graduate of William-Jewell College and 
has been in the insurance business for 
several years in an agency supervisory 
capacity for an eastern company. He is 
located at 431 East 70th St. Kansas 
City, Mo. 





New Job, New Wife 


Al Chavis has been appointed general 
agent of the Life of Virginia at Houston, 





Tex. He has been with the Aetna Life 
in San Antonio for two years and before 
that with the Canada Life. Before leav- 
ing for a visit to the home office of his 
new company was married to Miss 
Thelma Hood, a member of the 'San 
Antonio Aetna Life office force. 


Hartford Office Established 


The Lincoln National Life has opened 
a state agency office in Hartford, Conn., 
with John G. Havens, formerly head of 
the issue department at the home offices 
in Fort Wayne, in charge. 








Nolan with Columbus Mutual 


Joseph W. Nolan, formerly agency 
manager for the Equitable Life of New 
York in Chicago, has been appointed 
Minneapolis manager for the Columbus 
Mutual Life. 





Volunteer State Appointments 


T. L. Bond has been appointed man- 
ager of the Volunteer State Life at Dal- 
las; Harry A. Pierce at Jacksonville, 
Fla.; W. B. Ryan at Pelham, Ga., and 
C. L. Waters at Statesboro, Ga. 


Shearer with Savlan 


Jonathan M. Shearer has been ap- 
pointed assistant manager of the Sav- 








lan Prudential ordinary agency in Min- 
neapolis. Mr. Shearer has heen in the 
life insurance business for four years 
in Minneapolis. 


J. Foster Smith 


The Mid-Continent_ Life has estab- 
lished an Oklahoma City office with J. 
Foster Smith as general agent. Mr. 
Smith has been with the Penn Mutual 
for five years. 


E. L. Balz 


E. L. Balz, in the insurance business 
for 25 years, has been appointed gen- 
eral agent at Fremont, Neb., by the 
Guarantee Mutual Life of Omaha. He 
will be in charge of six counties. 











W. P. Moore has been appointed gen- 
eral agent of the Midland Life at Tren- 
ton, Mo. 


Vermont Appointment 
MONTPELIER, VT., Nov. 7.—Com- 
missioner George B. Carpenter of Ver- 
mont has appointed George G. Smith of 
Rutland assistant in the insurance and 
banking department. 


The Independent Mutual Life of Balti- 
more has purchased a four-story building 
at St. Paul and Centre streets in that 
city for use as a branch office. 








DR. X'S SON 


On December 28, 1932, Dr. X, 51 years of age purchased a 
$7,500 Juvenile 20-Year Endowment on the life of his son, four 


years of age. 


Dr. X paid two annual premiums. Before the third premium was 
due, he was totally disabled with no chance of recovery. The 
remaining eighteen premiums on this Endowment will be waived 
by the Midland Mutual Life and dividends will be accumulated 


to maturity. 


Dr. X controls this policy until his son reaches age 21. In event 
of Dr. X's prior death, the mother, beneficiary, will have control 
of the policy. If the mother dies before the son reaches age 21, 


the guardian will assume control. 


With accumulated dividends, Dr. X's son will have a total of 
about $9,000 in cash at age 24. Should he need funds prior to 
age 21, his father, mother or guardian may use accumulated 
dividends or borrow from the cash value. 


Write for attractive Juvenile booklet, "Your Child." 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 
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As SEEN FROM CHICAGO 





SUPERVISORS GROUP TO MEET 


C. C. Day, general agent of the Pa- 
cific Mutual Life at Oklahoma City, will 
be guest speaker at the. Nov. 21 meet- 
ing of the Life Agency Supervisors of 
Chicago. The annual dinner for man- 
agers and general agents wil be Dec. 
12. A. H. Hiatt, Jr., assistant general 
agent Aetn4 Life, president of the su- 
pervisors group, has been transferred 


to Hartford, leaving the presidency 
open. 
ss 
SAMUEL HEIFETZ’ FUNCTION 


The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago 
held its annual agency meeting last Fri- 
day, ending with a banquet. Mr. Heif- 
etz was in charge of the entire affair, 
the business meeting being held during 
the day. The guests at the banquet 
were Attorney George Evans of Wins- 
ton, Strawn & Shaw; W. G. Warren, 
manager Mutual Life clearing house; 
Dr. W. W. Quinlan, medical referee; 
Warren Stinson, home office inspector. 
Two other agencies of the Mutual Life 


were represented by their managers, C- 
George. 


L. Coyner and J. R. Hastie. 
Hichman, George Barkley, Ted Dombo 
and Arthur Newcomb, home office audi- 
tors, were also present. Mr. Hastie 





spoke for the guests. Vincent Burke 
awarded prizes to David Ehrlich and 
M. Flanders for the best five minute 
talks during the meeting. Mr. Heifetz 
read a message of greetings from Vice- 
president George K. Sargent of the 
home office. 


Guests at Business Meeting 


The guest speakers at the business 
meeting were Probate Judge J. F. 
O’Connell and John Morell of the 
Equitable Life of New York. C. M. 
Cartwright of THe NationaL UNDER- 
WRITER acted as toastmaster at the ban- 
quet. The chief talk was given by R. 
C. Dornfield, who was introduced as the 
local secretary of the Australian Mu- 
tual Benefit, but who turned out to be 
a Chicago product. 

When Mr. Heifetz started his agency 
he had 17 agents. Now he has 57 otf- 
fice agents and about the same number 
of outsiders. (His agency now stands 
seventh to eighth in the entire country. 

Chairmen at the morning sessions 
were- R. S. Bernhard and C. N. Cook. 
Mr. Heifetz gave the address of wel- 
come. Gustave Neufeld talked on “The 
Value of Setting Objectives”; D. S. Ehr- 
lich on “Plan the Day’s Work and Avoid 
Lost Motion”; F.C. Varney on “How to 





Keep Abundantly Supplied with Pros- 





SALES MAN'S 


PROOF 


Though a product or service may be technically 
sound—the very apple of its makers eye—it can fail 
miserably if the prospect doesn’t like it. 
long been sure that the Mutual Benefit policy con- 
tract is technically and “mutually” sound... but |. 
Mutual Benefit men proved again that prospects 
like and will buy it. Here is the proof: they hung 
up a new record in submitted applications, doubling 
the goal they had set and far surpassing the pre- 
vious best week of the Company’s history. The sell- 


ing idea: “superior contract.” 


The Mutual Benefit 


LIFE INSURANCE COMPANY 





We have 3 
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pects”; E. H. Miller on “The First In- 
terview”; D. O. McLeran on “How to 
Increase the Average Size of Applica- 
tions.” : 
Vincent M. Burke and Donald Mc- 
Leran were joint chairmen at the after- 
noon session. R. M. Hirsch talked on 
“Life Insurance Needs for Business”; 
G. C. Hamilton, “Life Insurance Needs 
for the Family”; M. M. Flanders for 
“Life Insurance for Old Age.” Harry 
C. Marks spoke. Another speaker was 
R. S. Bernhard: 
ak ae 
PLAISTED SUCCEEDS HIATT 


Frank H. Plaisted, supervisor. in 
charge of a unit in the R. S. Edwards 
general agency of the Aetna Life in 
Chicago, has been appointed assistant 
general agent, succeeding A. H. Hiatt, 
Jr., who was transferred to the home 
office as assistant superintendent of 
agents. Mr. Plaisted will take over Mr. 
Hiatt’s work of recruiting and training 
and directing the accident department. 
He has been connected with the Aetna 
Life 10 years, starting in the group de- 
partment in the home office, being 
transferred to St. Louis, where after a 
time he became supervisor in the ordi- 
nary department. Then he went to 
Springfield, Mass., as supervisor ordi- 
nary department, and then after three 
years to Chicago when Mr. Edwards 
took charge. 

* 
WELL KNOWN AGENT INJURED 


J. T. Van Meter, former associate 
general agent with A. E. Patterson, 
general agent Penn Mutual in Chicago, 
and millionaire producer who wrote 
$750,000 in a single policy on the life 
of the late Melvin A. Traylor, president 
of the First National Bank, Chicago, is 
in dangerous condition with a fractured 
skull in the Cook County (Illinois) 
Hospital. He fell in a bathtub at home, 
striking his head, and suffering a seri- 
ous hemorrhage. Mr. Van Meter is 
now an agent for De Forest Bowman, 
manager Bankers Life of Iowa in Chi- 
cago. 

* *K 
LIFE STOCKS SLIGHTLY LOWER 


Life insurance stocks generally sold a 
fraction lower on a small volume of 
trade with the exception of Continental 
Assurance which advanced to a new 
high of 43 during the past week, accord- 


ing to H. W. McKinney of Mathews, 
Dahlin & Co., Field Building, Chicago. 

ar Div. Bid Asked 
Aetna Life ..... 10 -60 30 31 
Alliance Life.... 1 ido 3 1 
Bank. Nat. Life 10 1.00 11 ae 
Cal.-West. States oe 12 14 
Central Life, Ill. 10 ok 2 or 
Cen. States Life 5 pai 2 3 
Colonial Life....100 10.00 185 ae 
Colum. Nat. Life 100 4.00 90 105 
Conn. Gen. Life.. 10 80 36 37 
Cont. Amer. Life 10 1.20 28 31 
Cont. Assurance. 10 2.00 414% 43% 
Farm. & Tr. Life 100 10.00 185 05 
Federal Life.... 10 A 4 10 
Genl. Amer. Life 10 ee 45 ae 
Girard Life...... 10 -40 9% 10% 
Great Nor. Life. 10 Ey 7 10 
Grt. South. Life... 10 2.50 31 33 
Kans. City Life..100 16.00 420 oe 
Life & Cas. 

NINE a5 60 '6°6 %ia) 6 2 ais 4 5 
TMOD OF VOie is ss :0-0 0 3.00 90 100 
Linc. National... 10 1.20 341%6 36 
Missouri State... 10 ae y% 3 
Nat. Life & Ac... 10 1.20 45 
New World Life 10 .40 634 7% 
Northw. National 5 ee 12% 13% 
Ohio National... 10 1.00 21 23 
Ohio State Life..100 10.00 225 as 
Old Line Life.... 10 .60 14 15 
Pacific Mutual... 1 -40 11 12 
Philadelphia Life 10 HA 3% 4% 
Provident Life... 10 .80 11 ne 
ge 4 ae 100 14.00 410 425 
ETAVOIOTS .. 55 0:0 100 16.00 595 605 
Union Central... 20 1.20 35 aA 
Wisconsin Nat... 10 -50 14 15 

* *K x* 


SYDNEY ECKSTONE’S COMMENT 


Sydney S. Eckstone of Chicago, man- 
ager of the United States Life, in com- 
menting on the subject of an agent 
twisting his business after he leaves a 
company says that he would follow the 
plan of getting in touch with all policy- 
holders that an agent has written, on 
his departure, going over with each one 
the value of his insurance and pointing 
out how the policy is a part of a regular 
program. He would explain that while 
the agerit has left the company the 
policyholder will lose something on go- 





ing to another company. All dont 
should be removed, in his opinion, fron, 
the mind of a policyholder as to the cop. 
tract he has and he should be convince; 
of the desirability of continuing. \, 
Eckstone states that the policyholde, 
should be told that if at any time he 
being induced to give up his policy an 
replace it in another company he shoy|j 
get in touch with the original company; 
manager who will go over the subjeq 
with him. 
a ae 

HEAVY ENROLLMENT INCREASE 

Enrollment in the various educational 
courses being conducted by the Chicagy 
unit of the Insurance Institute of Amer. 
ica now totals 466, as compared with the 
final enrollment last year of 180. In the 
three fire insurance courses there are 2) 
enrolled; in the three casualty courses 
there are 139; in the life courses there 
are 31. Eighty-four have enrolled fo 
the inland marine course which has not 
yet been started and 10 for the surety 
course which has not been started. _ 


* * * 
CELEBRATE FIFTH ANNIVERSARY 


Agents of the F. H. Haviland office oj 
the Connecticut General Life:in Chicago 
held a business production celebration of 
the fifth anniversary under Manager 
Haviland. He was at French Lick for 
a. few days, returning to find himself 
guest of honor at a breakfast attended 
by 55 of the agency and office staff, 
who presented him 110 applications for 
$350,000 new business written in four 
days of the week previous. The agency 
equaled last year’s business Oct. 1. 
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NEW AGENT VERY SUCCESSFUL 


In his first 20 working days in the 
business, H. W. Dietz, a new man in 
the R. G. Engelsman agency of the 
Penn Mutual Life in New York City, 
wrote nine applications for $30,948. 
Formerly in the silk business, Mr. Dietz 
has not done much soliciting in that field 
on account of slackness. According to 
Production Manager E. J. Wilson an 
important part of Mr. Dietz’s program is 
that he gets three new names every day. 


* ok * 
BRAGG OFFERS LECTURES 
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Manager J. E. Bragg of the Guardian F 


Life of New York has announced a free 
course for independent insurance brok- 
ers, to consist of ten lectures, which will 


meetin: 


Cleve 


Pan em 


be given Tuesdays and Fridays at the : 


home office building. It will not be 
available to full time agents of life com: 
panies. 

Mr. Bragg, who has a national repv- 
tation as a life insurance educator, will 
give all the lectures, which will cover, 
prospecting, closing, psychology of sell- 
ing, retirement it\surance, educational 
insurance, family income insurance, busi 
ness insurance, estate planning, taxes, 
annuities, life insurance as investment. 


* OK 
SOME OCTOBER RECORDS 


Paid-for business of the Julian 5. 
Myrick agency of the Mutual Life o 
New York in New York City for Octo- 
ber was $2,368,360 as compared with 
$2,285,641 for 1934. For the year the 
total paid-for business amounted to 
$27,412,581 as compared with $21,417,055. 

The C. B. Knight agency of the Union 
Central Life in New York City paid for 
$1,725,015 in October as against $1,213; 
588 for October, 1934. Total paid bust 
ness for the year to date is $23,020,869. 


Program Committee Announced 


President R. K. Metcalf of the Inter- 
national Claim Association has ai 
nounced the personnel of the program 
committee as follows: Harlan S. Don 
Carlos, Travelers, chairman; E. L. Earl, 
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Sun Life of Montreal; A. G. Fate 


hauser, Continental Casualty; R. 


Hatcher, Atlantic Life and E. D. Millea 


Equitable Life of New York. 
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' security program, but should be in com- 
‘care of many in industry and many out 
Preach; at the same time its purpose will 


‘stimulate in those life insurance men 


selling more insurance. 


"ance salesman an opportunity to get out 
ance has existed for the sole purpose 


' He outlined the federal plan and pointed 
) out where and how life insurance could 
' fill out the program so as to guarantee 
financial independence in old age. 


D able Life, N. Y., New York City, spoke 
> on “The Romance of Living” at an open 
» meeting with 500 present. 
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Social Security Opportunity 


Hull Tells Dallas Association Federal 
Act Makes Business for 
Live Agents 








Life insurance is the most important 
economic factor in America today, R. 
Hull, managing director National asso- 

‘ciation, told the Dallas association at 
', meeting. “Life insurance offers to 
America today and for tomorrow, more 
than any other economic factor, a so- 
ciety of individuals made strong and 
proud, and such individuals make the 
world; others are just free riders,” he 


said. bay p 

The need for attaining financial se- 
curity through monthly income as con- 
templated in the federal social security 
program, he said, has a tendency to 
make Americans “income conscious, 
but he warned agents they must still tell 
their story through personal solicita- 
tion and other media if they expect to 
sell insurance. They should have no 
quarrel with the government over the 


plete accord with it, since it will take 


of industry that life insurance can not 


can sell a desire for more adequate in- 
come in old age. This should result in 


Fine Selling Opportunity 


“The federal program gives the insur- 


and tell the public that for more. than 
100 years the institution of life insur- 


of providing economic security and fi- 
nancial independence,” Mr. Hull said. 


* * * 


Shreveport, La.—Vash Young, Equit- 


* Ok 
Cleveland—The association has issued 
to the public 
against taking out insurance with un- 
companies which have been 
operating at large in Ohio. Liberal pub- 
licity was secured in the daily papers. 

* * 
_ Los Angeles—The course of instruction 
in the study of tax information spon- 
sored by the association in cooperation 
with the C. L. U., was a marked success, 
116 agents attending the three lectures. 
* * * 

Houston—The Houston association 
turned out over 150 strong to listen to 
Vash Young. President David C. Bintliff 
presided. , 

Mr. Young the same evening gave a 
Public address under the auspices of the 
association. 

At the monthly luncheons each mem- 
ber wears a large button showing his 
name, similar to the Rotary plan. 

* * * 

Northwest Texas—Perry Powell was 
elected president, succeeding C. B. Rit- 
tenberry, resigned. L. F. Kirk succeeds 
Mr. Powell as vice president. Floyd 
Studer and Wade Holman will speak at 
the next meeting. 

* * * 

Lincoln, Neb.— Vash Young’ spoke 
Thursday before the life men and later 
at @ public meeting. 

*x *k * 
F Buffalo—Clancy D. Connell, state presi- 
habe will speak at a luncheon Novy. 13. 
- will also talk to the Buffalo Life 
denwers’ Association at a dinner. Presi- 
ent C. S. Hemberger, Sidney Wertimer 
and J, L, Lee have been named delegates 
to the state convention. 

* * * 


, Chieago—The Chicago chapter of C.'L. 
- Will join with the association in a 


* 


Day, general agent Pacific Mutual Life, 
Oklahoma City, will speak on “‘A Philoso- 
phy of Living.” Mr. Day has represented 
his company in Oklahoma for 25 years 
and has appeared on programs at many 
agents meetings. 

* * * 

Kansas—President Lem C. Swinney, 
Pacific Mutual, Wichita, is calling a 
meeting of directors to set the dates and 
plan the program for the 1936 annual 
meeting and sales congress which is 
scheduled for Wichita in May. 

* * * 

Des Moines—Hubert Greaves, Yale uni- 
versity professor of public speaking, will 
talk Nov. 9. 

*x* * * 

Cincinnati—Congressman J. B. Hol- 
lister will speak on “The Future of 
Taxation in the United States” and M. 
H. Elrod, legal expert of Indianapolis, 
will talk on “Life Insurance and Tax- 
ation,” at the Nov. 12 meeting. 

* * Xx 

Duluth, Minn.—Clyde Helm, secretary 
of the Insurance Federation of Minne- 
sota, will talk Nov. 11 on “Insuring In- 
surance.” Fire and casualty agents have 
been invited. 

* *K 

Duluth—Clyde Helm, secretary Minne- 
sota Insurance Federation, will talk on 
Nov. 11 on “Insuring Insurance.” 








SALES DRIVES 


CONTEST OF CANADA LIFE 


Canada Life branches in Canada and 
the United States are now competing for 
the “Grand Challenge” trophy, which is 
up for annual competition and cannot 
become the permanent property of any 
branch. While the winning branch 
must relinquish the trophy to the win- 
ner the next year, it gets a permanent 
replica. 

The runner-up and the leading 
branches in the east and in the west 
are to be awarded a special shield. 

The competition runs eight weeks 
and ends Nov. 25. 

The first application entitles the pro- 
ducer to wear the “88” insignia, an at- 
tractive monogram of the letters “C. L.” 
and the figure “88” signifying the com- 
pany’s 88th year of service. Securing 
the minimum objective entitles the pro- 
ducer to wear a “Grand Challenge” 
crest. 

A chart has been devised to repre- 
sent a pigeon loft, to which is affixed 
100 detachable homing pigeons. Each 
bird represents one percent of the 
branch allotment, and birds are released 
to the home office depending upon the 
percentage of allotment paid for each 
day. <A large figure appears on the 
chart as each bird is released, telling 
the percentage of allotment secured, 
and an empty loft means a full quota. 


INTER-AGENCY DRIVE 


Karl L. Brackett, San Francisco gen- 
eral agent John Hancock Mutual Life, 
has challenged the St. Louis general 
agency to a production campaign for 
the remainder of the current year. To 
date both are even as to number of 
producers and within two percent of 
each other in all different departments 
of production. 


Hargrove Opens Agency 


H. M. Hargrove, well known in life 
insurance circles as founder and presi- 
dent of the San Jacinto Life until he 
disposed of his interest and retired sev- 
eral years ago, has, with his son, en- 
tered the general insurance business 
under the name of Hargrove Insurance 
Agency with offices in the Goodhue 
building, Beaumont, Tex. 


Fox Is Claim Manager 
Victor Fox has been appointed man- 
ager of the claim department of the 
Colonial Life of Jersey City, succeeding 
the late W. S. Gillelan. Mr. Fox en- 








AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


INDIANAPOLIS, INDIANA 


@ Serving in the life insurance field through 
wars, epidemics, panics, and depressions since 
1899. 











A WORLD WIDE INSTITUTION 


Incorporated in 1865 





HE international character 

of the Sun Life provides 
unique facilities for the service 
of its clients in 40 different coun- 
tries on 5 continents. 


The Company maintains 54 
branch offices in 40 states of the 
Union, giving a coast-to-coast 
service. 





SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE MONTREAL 








luncheon meeting Nov. 14 at which C. C. 





tered the company’s employ in 1924. 
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TOWIN A.OLSON cuIicAacoe 


tLLINOIS 


“as ane ane FAITHFUL 


PURELY MUTUAL 
FULL LEVEL PREMIUM 
THREE PERCENT RESERVES 


PARTICIPATING INSURANCE FOR 
MEN, WOMEN’ AND CHILDREN 


PIONEER IN JUVENILE INSURANCE 
POLICIES ‘JUST LIKE DAD'S" 


OPERATES EAST AND WEST 





Maine New Jersey Nebraska 

Vermont Ohio North Dakota 

New Hampshire Michigan South Dakota 

Massachusetts Wisconsin California 

Connecticut Minnesota Oregon 

Rhode Island lowa Washington 
Illinois 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 


























AGENCY MANAGEMENT 








Dr. Piper in New York Talk 


Medical Director of the Connecticut 
Mutual Speaks Before the Agency 
Supervisors Association 








NEW YORK, Nov. 7.—Dr. C. B. 
Piper, medical director of the Con- 
necticut Mutual Life at its head office, 
addressed the Life Supervisors Asso- 
ciation this week. He pointed out the 
widely varying duties of the super- 
visors as they are developed by different 
companies. The principal duty of an 
underwriter, he said, should be directed 
to increase the education of those super- 
visors who endeavor to encourage and 
train men newly in the business and 
those whose responsibility it is to obtain 
for their companies a certain percentage 
of the brokerage business such as is par- 
ticularly prevalent in New York City. 
He said that brokerage business is 
widely divergent in character. It varies 
from the occasional case written by the 
life office specializing in general insur- 
ance. This usually is devoid of abnormal 
characteristics and is welcomed by all 


companies. It is unattended by any 
difficulty when it reaches the home 
office. 


Second Type of Brokerage 


Another type of brokerage business 
pointed out by Dr. Piper is found when 
the company represented by a broker or 
agent already carries its full limit on an 
applicant or when an applicant himself 
decides that he has all which is desir- 
able in the company of the broker or 
agent. This business, he said, is gen- 
erally regarded with satisfaction and 
presents no unusual underwriting prob- 
lems. 

The third type, he pointed out, is pre- 
sented by a broker who seems to possess 
a reputation for successfully placing bor- 
derline cases. The application may be 
borderline on account of a debatable 
physical condition or on account of 
finances which have been responsible for 
limitation of issuance in one or more 
companies. These cases have been 
rather generously circulated among vari- 
ous companies accumulating an atmos- 
phere of doubt so that the acceptance 
of the applicant becomes highly ques- 
tionable. This type, he said, has gen- 
erally resulted in a higher mortality and 
is one which is dreaded in all home 
offices. A more liberal understanding of 
the features of these three classes, he 
said, is to be desired. He talked very 
frankly about the handling of such cases. 


Recent Trends in Underwriting 


He discussed the recent trends in 
underwriting and attempted to dissipate 
the feeling that companies generally in 
the last two or three years have mate- 
rially tightened. He thinks that this is 
not generally true. A more scientific 
collection of reliable information and 
data is now demanded and in some 
classes the underwriter seeks to bring 
acceptance more nearly into line with 
attained experience. 





New York City Managers Program 


The Greater New York Life Man- 
agers Association will hold its annual 
business conference in New York City 


Dec. 5. E. W. Allen, New England 
Mutual, is president and will be in 
charge. Among the speakers will be 


President M. Albert Linton, Provident 
Mutual Life. F. L. Morton, tax author- 
ity of the New York Life, who is in 
charge of the Vanderbilt agency will 
speak, discussing taxation as it affects 
life insurance. Vice-President S. T. 
Whatley of the Aetna Life will be the 
chief speaker at the banquet. The 
officers expect Insurance Superintendent 
Pink will also speak. Harry Gardiner, 
John Hancock Mutual, is chairman of 
the dinner and conference committee and 
has arranged the program. 
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E. M. Johnston, Instructor in Salesmay. 
ship, Speaks Before the Pittsburgh 
Supervisors Club 





Following a plan outlined by W. Le 
Mullen, Sun Life of Canada, presiden; 
of the Pittsburgh Supervisors Club, anj 
Earl W. Yago, Mutual Life of ‘Nen 
York, chairman of the program commit. 
tee, the final step in a series was pre. 
sented at the regular monthly Meeting, 

M. Johnston, instructor in salesman. 
a gave not only the buyer’s point o 
view, but the point of view of the may 
who has spent most of his life in the 
field of salesmanship in other lines oj 
business. Mr. Johnston first pointed oy 
that as the years go along more stres; 
is being laid on the actual selling fae. 
tors and less stress on the information 

and learning necessary. For exampk 
he placed as most important to the sales. 
man, his appearance, and in discussing 
the subject he defined it as a man’s per. 
sonal valuation of himself. Next he 
touched on a man’s attitude toward his 
work. Either he does it properly and 
is proud of it, or he does it haphazardly 
and is ashamed of it, and due to the ac- 
cumulation of this shame, creates in 
himself a psychological hazard of fear, 

Mr. Johnston came to the important 
parts of the sale, which dealt with what 
to say and how to say it. He referred 
to the description of the creation of the 
world being described in the first - 
ter of Genesis in 600 words, and could 
see no reason why, for a description of 
a life insurance program, any more 
words than that would be necessary. 
The concise boiling down of important 
points into clear and picturesque lan- 
guage, carrying not only the idea but 
feeling of the idea, is much more impor- 
tant than a continuous and superfluous 
speech on life insurance and its ramif- 
cations. 

Mr. Johnston discussed the topic “How 
one says it,” stressing particularly the 
fact that in speaking with another per 
son the voice is a most important in- 
strument. The montone sales talk neither 
invites one to action nor stirs one to 
interest, and as a simple hint towards a 
manner in which one might control his 
voice he recommended the skillful use 
of pause, emphasis and inflection. 


Detroit Congress Nov. 18-19 


DETROIT, Nov. 7.—A management 
congress in which many of the problems 
of running an agency will be discussed 
in detail will be held here Nov. 18-19 by 
the Sales Research Bureau under the 
sponsorship of the Associated Life Ger- 
eral Agents & Managers of Detroit. 
Managers and supervisors from neigh- 
boring cities are expected to attend. 
Among the subjects to be discussed are: 
“What’s new on recruiting? How should 
we present the job and the opportunity? 
Is there one best way to train agents? 
What about this movement toward elim- 
inating part-timers and misfits? How 
are the most successful agencies getting 
business these days?” The speakers will 
be John eae Holcombe, Jr., mat- 
ager, and H. G. Kenagy assistant mat- 
ager of the bureau. 


Reinhart Wichita President 


Clayton Mammel, Farmers & Bankers 
Life, president of the Wichita (Kan.) 
Life Managers & General Agents Asso- 
——- serving his second term, has re- 
signed and Vice-President J. A. Reir- 
hart, Bankers of Des Moines, has suc- 
ceeded him. 


Wier Named Chairman 


BIRMINGHAM, ALA., Nov. 7.-— 
The life managers’ section of the Bir- 
mingham Association of Life Under- 
writers has been reorganized with Em- 
met C. Wier, Union Central Life, as 
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ge 
chairman. Other officers are Fred Chis- 
holm, New England Mutual Life, vice- 
chairman and L. M. Bargeron, Penn 
Mutual Life, secretary-treasurer. H. K. 


Foster, assistant trust officer Birming- 


ham Trust & Savings Company, spoke 
on “How New Tax Laws Affect Life 


” 
Insurance. 





Los Angeles Managers’ Outing 

In lieu of its regular business meet- 
ing, the Life Insurance Managers As- 
sociation of Los Angeles held a lunch- 





eon at the Wilshire County Club, fol- 
lowed by an afternoon of golf, with 
John W. Yates, general agent Massa- 
chusetts Mutual Life, as host. Guests 
attending the luncheon were H. E. 
Aldrich, vice-president Equitable Life 
of Iowa, and Arthur H. Challis, Seattle 
general agent Massachusetts Mutual 
Life. 





At the first fall meeting of the super- 
visors group of the Cleveland Life Un- 
derwriters Association, H. Kennedy, 
Frigidaire Corporation, spoke on “Get- 
ting the Most out of Salesmen.” 
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Gay Is Inducted in Office 





New General Agent of the Aetna Life 
at Boston Entertains Company 
Officials 





BOSTON, Nov. %.—Clyde F. Gay, 


the new general agent of the Aetna Life, 
} was inducted into office and given a din- 








CLYDE F., 


GAY 


ner. There were present in honor of 
the occasion President M. B. Brainard, 
Vice-presidents S. T. Whatley and W. 
H. Dallas and Assistant Secretary Mc- 
Creary. A contest originated at the 
time Mr. McCreary was in temporary 
charge of the Boston agency and awards 
were made. George Thatcher was the 
high man. R. H. Kent and Herbert 
Larrabee, who have been with the com- 





Income Rider More Than 
Ten Feet Long Reported 





The existence of an income op- 
tion endorsement covering 10 feet 
4 inches of paper was testified to 
by Frank D. Kineke, assistant ac- 
tuary of the Prudential, in the dis- 
cussion of settlement options at 
the meeting of the American In- 
Stitute of Actuaries in Chicago. 
He said his people are worried 
because of the increase in expense 
due to the tendency to incorporate 
complicated settlement options in 
the contract. The companies, he 
said, are being called upon prac- 
tically to write wills. 

“You ain’t seen nothing yet,” 
he remarked. “Wait until you see 
what happens when you start 
paying out under these options.” 

Mr. Kineke said that the actu- 
aries to a man are opposed to 
complicated endorsements. If they 
are of that mind, he said, there 
iS no reason why they should not 
devise a reasonable standard and 
adhere to it. 

















pany for 50 and 35 years respectively, 
were introduced. Talks were made by 
the home office people. Clayton Elliott 
of the casualty branch was introduced 
and spoke. 


Million’s Men Hold Their 
Annual Agency Convention 








The southern Indiana agency of the 
Northwestern Mutual Life held its an- 
nual agency meeting at Evansville this 
week. B. A. Million is general agent. 
Agents attending were chiefly from 
Terre Haute, Bedford, Bloomington, 
Columbus, New Albany, Madison and 
Vincennes. 

Main speakers were R. P. Thierbach, 
asistant director of agencies from Mil- 
waukee, and A, A. Brentano of the 
Keller-Crescent Company in Evansville. 

On Nov. 1 the agency passed its quota 
for the entire year and is 155 percent 
ahead of 1934 to date. 

Special recognition was given Grace 
Niederhaus as one of the outstanding 
women producers. She has completed 
more than 10 years of service. 

Agent Ralston New of Evansville is 
ranked as the leading producer this 
year. Recognition was given to Frank 
Hatfield of Bedford and Alex Meyers 
of Evansville who have completed more 
than 30 years of service. 





Fair Agency’s Big Record 
The F. W. Fair Prudential ordinary 
agency in Boston wrote $1.018,000 in the 
October sixtieth anniversary _ effort. 
Three-fourths was written by the spe- 
cial agents in the agency. 


New Yorkers to Hear Cleary 


President M. J. Cleary of the North- 
western Mutual Life will speak on “So- 
cial Security through Life Insurance” 
at a meeting of the New York City Life 
Underwriters’ Association Nov. 14. The 
association’s “Bulletin” this month 
makes its reappearance in printed form, 
the previous four issues having been 
mimeographed at association headquar- 
ters. B. D. Salinger, De Long agency, 
Mutual Benefit Life, and one-time 
undergraduate publication editor at Co- 
lumbia University, is editor of the 
“Bulletin.” Its reappearance in printed 
form is largely due to the advertising 
campaign led by S. S. Wolfson, general 
agent Berkshire Life. The featured ar- 
ticle is by C. C. Robinson, editor “The 
Insurance Salesman.” 








Montgomery State President 


J. R. Montgomery, assistant manager 
in Philadelphia for the Phoenix Mutual, 
was elected president of the Pennsy!l- 
vania Association of Life Underwriters 
at the meeting in Williamsport. He suc- 
ceeds F. Paret. A program of en- 
larged activity was discussed. At the 
luncheon gathering speakers were R. U. 
Hergesheimer, Northwestern Mutual, 
Philadelphia, and Irvin Bendiner, New 
York Life, Philadelphia. 

Regional vice-presidents are W. S. 
Buck, Scranton, J. W. Runk, Altoona, 
and J. E. Flock, Williamsport. R. B. 
Kirby, Allentown, is secretary and A. R. 
Allen, Philadelphia, counsel. 





Men in Action 


North <<. South ... East... West... 
Central Life’s Field Force is working toward 
new high production records for the closing 
months of the year. 
J. B. Lindner, at right, Central Life representative 
in Cleveland, O., discusses retirement income insur- 
ance with two policyholders, Drs. Joseph and 
F. R. Schirripa. 

Central Life’s 39-year record for stability and 

financial security is of vital interest to pros- 

pects for retirement income insurance. 


CENTRAL LIFE 
Assurance Society 
“««MUTUAL” 

DES MOINES 
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Selling ’em and Keeping ’em Sold! 
New Pictorial Mailings Help the Agent 


Southland Life’s po new literature, including the 


copyrighted “‘Southlan 


Life Selling Helps,” brings new 


reasons for buying insurance, direct to our agents’ prospects. 
A complete and comprehensive program of conservation 
helps protect agents’ renewals. 


If this appeals to you as bang-up Home Office support, 
you ought to know the rest of the Southland Life agency 
proposition. You may write in confidence to First Vice- 
President Clarence E. Linz, or to Vice-President and Agency 
Manager, Col. Wm. E. Talbot. 


Southland Life 


Insurance Company 
HARRY L. SEAY, President 


HOME OFFICE 


DALLAS, TEXAS 
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Homes with Children 
Need Insurance 


What stronger appeal could you have in your sales 
kit than a Life Insurance plan especially designed for 
Junior? 


Security Mutual Life Juvenile Insurance on the 
20 Year Endowment or the 20 Pay Endowment at Age 
64 plan is interesting to all parents. The Payor Benefit 
clause provides for waiver of premiums in case the one 
who pays the premium dies before the insured reaches 
the age of 21. ' 


Security Mutual Juveniles provide for dividends and 
cash values. They furnish an ideal foundation for any 
child’s life insurance program. 


Full particulars and rates from any General Agent 
or from the Home Office. 


Security Mutual -Life 
Insurance Company 


BINGHAMTON, N.Y. 








"96, AND GOLD 
IN THE YUKON 


Gold was discovered in the Klondike—the great rush was just 
starting—in the year when Yeomen Mutual Life was founded. 


Where are the fortunes made overnight in that mad gold rush? 
Most of them have vanished. But the savings which Yeomen 
Mutual policyholders started to accumulate in that same year are 
safer today than ever—protected by the extra reserves, conserva- 
tive investments, and sound management which make this one of 
America’s strongest insurance institutions. 


“Service Through the Years’’ 


. Des Moines, 
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NEWS ABOUT 


—— 2 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes iz, 
Books, etc. Supplementing the ‘Unique Manuai- 


Policy Literature, Rate 


= 


Digest” and “‘Little Gem,” Published Annually in May and March respectively, 


PRICE, $5.00 and $2.00 respectively. 





Connecticut Mutual Will 
Readjust Dividend Scale 


President Loomis of the Connecticut 
Mutual Life announces to agents that 
on account of the continuing tendency 
toward lower interest rates the company 
will revise its dividend scale where divi- 
dends are affected by the interest yield. 
He states that no change will be made 
in the standard of distribution with re- 
spect to premium paying policies on the 
whole but there will be some increase in 
the dividends on policies of shorter dura- 
tion and a decrease on those of longer. 
Longer duration policies carry the 
heavier reserve and naturally the interest 
rate is an important factor. There will 
be a reduction in dividends on paid up 
policies where the interest factor is vital. 
On dividends and funds left with the 
company 4 percent will be allowed in-, 
stead of 4% percent. On funds applied 
to pay future premiums the rate credited 
in the future will be 3 percent. 


Policy Pays $100 a Month 


A news article telling of the new 
“Double to 60” policy of the Business 
Men’s Assurance contained an error. It 
was stated that the policy provides $10 
a month for 42 months, when this should 
have read $100 a month. 





J. G. Belknap, associate general agent 
Equitable Life of Iowa, Columbus, O., is 
serving as chairman of the business 
division in the Community Chest cam- 
paign in that city. 


— 


Prudential Changes Rules 


on Single Premium Policy 





The Prudential has changed rules 3. 
fecting sale of the combined single pr. 
mium life and life annuity issued withoy 
medical examination. The maximyy 
amount accepted is $100,000 insurance, 0, 
which purchase price for the combin. 
tion is $110,000. The rule is that the 
consideration for the life insurance anj 
annuity combined is 110 percent of the 
amount of insurance, whereas heretofor 
it has varied from 106 to 108 percent, 
Commissions on all single payment life 
policies, applications for which are re. 
ceived at the home office after Nov, 1, 
have been somewhat reduced. 


Great Northern Life Plans 
Rate Increase on Jan. | 





The Great Northern Life will adjus 
rates and values of all life policies effec. 
tive Jan. 1. This will involve a new 
schedule of premium rates and _ values, 
together with a withdrawal of some pol- 
icies and announcement of a few new 
forms. 

The increase in rates is a general one, 
particularly at ages beyond 35, anda 
decrease in non-forfeiture values at all 
ages will be made. Sub-standard pre- 
miums will be increased by reason of in- 
crease in the corresponding standard 
premium. This adjustment will affect 
all juvenile policies as well. 








Business Getter Sales Plan 





F. W. Ries, Jr., Canada Life, Conducted 
the Clinic for the Pittsburgh 
Life Underwriters 





F. W. Ries, Jr., manager of the Pitts- 
burgh agency of the Canada Life, con- 
ducted the third business-getter sales 
clinic sponsored by the Pittsburgh Life 
Underwriters. His subject was, “What 
Happens When a Man Dies?” 

The speaker gave some of the theory 
and history back of the present taxes, 
stating it is a recognized right of gov- 
ernment to impose an income tax on 
property or wealth which is received by 
an individual, to impose an estate tax 
on the right to own or hold property, 
and to impose an inheritance tax for the 
privilege of passing on property or 
wealth. 

Case Histories Given 


The first inheritance tax in Pennsyl- 
vania was imposed in 1797 and 


-amounted to only $200 on the first mil- 


lion dollars. In 1916 a federal tax of 
10 percent was levied. In 1917 the sec- 
ond tax, with a maximum levy of 15 per- 
cent, was imposed, which later was 
raised to 25 percent. There are now 
two federal estate taxes, the first of 
which grants an 80 percent exemption 
to any state which collects estate taxes. 
The second, instituted in 1932, imposed 
a maximum levy of 45 percent, with an 
exemption of $100,000. In 1934 the maxi- 
mum was increased to 60 percent and 
the exemption decreased to $50,000, and 
in 1935 the maximum was raised to 7 
percent and the exemption lowered to 
$40,000. 

Mr. Ries cited four case histories of 
estate settlements to emphasize that in- 
surance is the only property which pays 
100 cents on the dollar. When a man 
dies immediate proceeds may be realized 
from insurance, whereas nine months 
may be considered as about the mini- 
mum period necessary in the settlement 
of an estate, and in this interim, even 





with no outstanding debts against th 


property, the shrinkage due to admin- 
istration costs, forced sales, fluctuating 
markets, etc., may be tremendous. Ac. 
cording to the speaker, the whole ques 
tion of the amount a man has in hi 
estate, other than life insurance, depend: 


on the time and the conditions unde & 


which his estate is liquidated, and the 


estate is not worth more than the valu fh 


which can be controlled in an emer 
gency. 

He stated the best arrangement for: 
man’s insurance was a combination o 


income insurance plus an 


provisions. 





Insurance Advertisers in 
Atlantic City Conference 





In connection with the meeting of the 
Association of National Advertisers @ 
Atlantic City last week, insurance con: 
pany representatives present held 4 
meeting with A. A. Fisk of the Pruder- 
tial in the chair. 

They adopted a resolution pledging 
themselves to a continuing of the high 
standard of insurance advertising in tht 
life, fire and casualty fields. Among the 
subjects considered were advertising 
rates in the trade press and new meth 
ods of compensation for the advertising 
agencies. This latter subject also wa 
discussed at length at the general s¢e* 
sions of the A. N. A. 

There is a widespread interest on tht 
part of insurance companies in this 4 
filiation with the Association of Nation® 
Advertisers and it is anticipated thal 
several new member companies will joi 
the group during the coming year. 


Speak to Boston Council 


N. E. Peterson, First National Bank F 


of Boston economist, will talk on “Is the 
Economic Recovery Irresistible?” before 
the Boston Life Insurance Trust Cout- 


cil Nov. 12. Probate Judge A. W. Dolar Ee 
will talk on “Probate Procedure” Dec. & 
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COMPANIES URGED TO INCREASE RATES 





ee 


If international trade should increase, 
Mr. Moir contended there would be an 
jmprovement in the interest rate. 

Mr. Moir prefaced his remarks by 
stating that the small companies can't 
take the initiative in increasing rates 
and get business. They have to fol- 
low the large companies. He said he 
was glad to see the larger companies 
are taking a “reasonable view.” 

He said there is promise of improve- 
ment in business conditions and with 
such improvement interest rates will 
increase. He compared today’s con- 
ditions to those of 1898 or 99. If the 
period ahead is similar to the period 
following 1898 and 1899, companies are 
not due for much of a reduction in in- 
terest rates. 

Doesn’t Fear Mortality 


Mr. Moir said he is not afraid of the 
mortality under annuities. Many old 


people are buying annuities who are 


not “A-1” risks. They are buying an- 


nuities for a definite income. 


J. C. Rietz, Midland Mutual, brought 


up the question of whether dividend 


' fundamental 


schedules should be overhauled in a 
way, or whether there 


» should be a continuation of the practice 
' of making percentage increases or de- 
F creases. 


Theoretically, he said, the percentage 


> method is hard to justify but it is a 


) practical 


expedient. Percentage cuts 


» were made when the theory prevailed 
' that interest rates might increase. 


He said he was concerned as to how a 


| 3% percent reserve company is going to 


prepare dividend schedules in accord- 
ance with the contribution formula of 
surplus distribution and have an in- 


; creasing dividend history throughout the 
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life of the policy. Agents and the pub- 


| lic, he said, have been educated to the 


idea that dividends should increase from 
year to year, That, he maintained, is 
the wrong kind of education. 


Uncertainty of Dividends 


_ The participating system, he declared, 
is based on the uncertainty of dividends. 
The companies put out a dividend sched- 
ule, however, for 20 years or more ahead 
and “make a fine showing.” Dividends 
are calculated by dividing the divisible 
surplus each year, but the actuaries are 
called upon to cut up the divisible sur- 
plus for years in advance. He said 
agents should be educated to the fact 
that there is no relation between the 
dividends this year and the dividends 


) five years hence. The factors vary from 


time to time. 

The contribution formula, he said, 
would bear most heavily upon the per- 
sistent policyholders. For instance, the 
strict contribution formula means that 
the dividends on an endowment policy 
in its last year would arise out of the 
expense loading alone. There would be 
no excess interest and no mortality. : 

He said he was somewhat hopeful of 
return of higher interest rates and he 
said he believed there is justification, 
from practical considerations, for con- 
tinuing the percentage increase or de- 
crease dividend method. 


Same Ultimate Point 


John R. Larus, Jr., Phoenix Mutual, 
contended that whether the contribution 
formula or the percentage method is 
used, about the same ultimate point is 
arrived at. He said a higher interest 
factor can be used than the company is 
actually earning in calculating dividends, 
because of the expense saving on old 
policies, The expense saving about off- 
sets the difference in interest earnings 
as between old and new policies. Mr. 
Larus said he liked the idea of an in- 
creasing dividend scale. This can be 
obtained either by an excess interest re- 
turn or loading return. He contended 
the company should take the radical step 
of increasing the surrender charge. If 
the dividends to old policyholders are 
cut disproportionately, without increas- 
ing the surrender charge, there is a tre- 





(CONTINUED FROM PAGE 1) 


mendous incentive to twisting, he said. 

D. N. Warter, Bankers Life of Iowa, 
said the sales force should be educated 
as to the contracts the companies want 
to sell and the dividends they want to 
pay. It is good judgment, he contended, 
to get closely to the facts of the situa- 
tion and “take out some of the fetishes 
of the past.” 

As to single premium policies, he con- 
tended that the investments made with 
funds coming from such premiums are 
not necessarily tied up indefinitely. There 
is likely to be a turnover before the 
policy matures. 


Higher Interest Rate 


One of the Canadian members pointed 
out that the premiums accumulated from 
old policyholders are invested at a 
higher rate of interest than the funds of 
new policyholders. Therefore, there is 
a logical reason for avoiding strict ap- 
plication of the contribution method, 
aside from sentimental reasons. 

Another member pointed out that in 
the dividend formulas over the years, an 
interest rate was assumed that was less 
than what was actually earned. There- 
fore, the old policyholders are entitled at 
this time to have an interest rate applied 
that is greater than what is actually 
earned. He contended that the percen- 
tage method actually does justice. 





DEPOSIT ACCOUNTS 








The question of the rate of interest 
that should be allowed on various de- 
posit accounts was another subject for 
discussion. 

E. G. Fassel, Northwestern Mutual, 
declared that where there is a trend to 
a new interest level, there is a lag inso- 
far as insurance companies are con- 
cerned, because of the stability of insur- 
ance funds. That is evident today when 
the general interest rate is lower than 
on insurance funds. Due to this lag there 
is a flow at a time when the interest 
rate is changing, either to cheap plans 
or to investment plans. 


Accentuate the Flow 


The companies accentuate this flow by 
putting out plans of the type popular at 
the moment. 

If control is desired, it can be obtained 
by controlling the plans that are offered 
at various times. It is a mistake, he 
said, to adopt special interest rates for 
certain plans. It is better to withdraw 
the plans that are not desired. 

In connection with proceeds left with 
the company under option, Mr. Fassel 
pointed out that these are not subject 
to active selection against the company. 
They are subject only to passive selec- 
tion, due to the tendency of beneficiaries 
to refrain from withdrawing the funds 
when the interest yield is higher than 
can be obtained generally. Adjusting 
the interest rate to the plan works an 
injustice on the beneficiary, he con- 
tended. 

J. C. Rietz, Midland Mutual, referred 
to Mr. Fassel’s contention that there is 
a lag between interest on insurance funds 
and interest generally. He said he 
doubted whether this is true. He said 
it is unlikely that old funds are bring- 
ing the higher rate that is commonly 
supposed. If past due and accrued in- 
terest and investment losses are taken 
into account as well as potential losses, 
he expressed the belief that the return 
on old funds is not much better than that 
on new. 


Study Mutual Benefit Situation 


DENVER, Nov. 7.—The legislative 
committee of the Junior Chamber of 
Commerce is studying the mutual benefit 
association situation in Denver, and will 
soon make recommendations on regula- 
tory laws. Heads of mutual benefits 
have been invited to appear before the 
committee, 
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NEWS OF THE FRATERNALS 





Special Counsel in Tax Cases 


Walsh Under 25 Percent Contract in 
Suits Against Societies; Alyward 
Also Retained 





Records of the Missouri insurance de- 
partment show that Superintendent R. 
E. O'Malley Aug. 20, with approval of 
Governor Park, entered into a contract 
with Jerome Walsh, Kansas City attor- 
ney, designating Walsh special counsel 
in the suits filed in Kansas City against 
16 fraternal societies and similar ac- 
tions contemplated against 46 others, 
Walsh is to be paid 25 percent of the 
net amount collected in the attempt to 
assess premium taxes retroactively. 

The actions filed seek $5,314,325, or, 





it is understood, about 85 percent of 
the total the state hopes to collect 
under the 2 percent tax gross premium 
tax. 

Superintendent O’Malley stated he 
understood J. P. Aylward of Kansas 
City, chairman Democratic State com- 
mittee, will assist Walsh and share in 
the fee. It is also probable that at- 
torneys who have handled similar suits 
in other states, notably Oklahoma and 
Arkansas, also will assist. 

Although the attorney general is pre- 
sumed to be the state’s legal represen- 
tative, it has been the custom for a 
number of years for the department to 
retain special counsel to handle impor- 
tant litigation, a course that was fol- 
lowed in the various suits involving fire 
insurance rates. ~ 

Aylward was among attorneys repre- 
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senting the insurance department in 
Missouri State “Life receivership and 
Continental Life of St: Louis litigation. 
In the former case he shared in $100,- 
000 fees allowed attorneys for the de- 
partment, and in the $35,000 awarded 
in connection with the Continental case. 


Lutheran Mutual Aid Report 








Iowa Department Made an Examina- 
tion of the Waverly, Ia., Fraternal 
as of June 1 





The Iowa department has published 
its report of the examination of the 
Lutheran Mutual Aid of Waverly, Ia., 
as of June 1 last. The assets were $5,- 
453,446, legal reserve $4,498,289, contin- 
gent reserve and surplus $569,111. In 
the juvenile department the total income 
was $51,264, disbursements $30,386. It 
has assets $227,075 and contingent re- 
serve and surplus $29,705. Among the 
assets of the fraternal are policy loans 
$606,308 and bonds $1,706,379. Its mort- 
gage loans amount to $2,347,888. Its 
real estate amounts to $371,142, consist- 
ing $253,309 farm property and $117,- 
832 city. It has $40,412,512 insurance in 
force. 

_The department in its comment finds 
that the company is in very excellent 
financial condition. Its assets have in- 
creased $1,200,000 and the business in 
force approximately $8,000,000 since the 
last examination, which includes two 
full years. The losses on investments, 
the report says, have been small. It ap- 
pears there will be no great losses from 
the present holdings of assets. This is 
a noteworthy record, the report says, 
considering the conditions of the coun- 
try during this time. For the first five 
months its income was $564,329 and the 
total income $700,722. It paid in bene- 
fits $234,278. Its total disbursements 
were $423,995. 





California Congress Hears 
Gilroy, Carpenter, Murphy 





Fifteen fraternals participated in the 
annual California State Fraternal Con- 
gress in San Diego, with P. F. Gilroy, 
president National Fraternal Congress 
and head of the Woodmen of the World, 
Denver, and J. P. Murphy, vice-ranger 
Independent Order of Foresters, Chi- 
cago, as chief speakers. C. W. Byrer, 
advisor Modern Woodmen, discussed 
“Recent Insurance Legislation,’ and 
Haydn _ Arrowsmith, vice-president 
Homesteaders Life, spoke on “The Old, 
Old Story.” A state managers’ break- 
fast was held, with an address on 
“Juvenile Problems” by Judge L. E. 
Griffin, superior court, San Diego. Com- 
missioner S. L. Carpenter, Jr., of Cali- 
fornia was a featured speaker. There 
were also junior drills and demonstra- 
tions, and a parade of bands and drum 
corps in uniform. Delegates assembled 
in the Ford bow! at the exposition and 
heard an address by Mr. Gilroy. 

Mrs. Cora Spring Holland, Los An- 
geles, was elected president, succeeding 
Mrs, Julia C. Ginn, Los Angeles. H. F. 
Friedrichs, Alhambra, was elected first 
vice-president, and J. H. Foley, Los An- 
geles, second vice-president. E. T. Lisle, 
Los Angeles, was elected secretary, and 
A. H. Burke, Huntington Park, treas- 
urer. 





Scope of Texas Fraternals 


Commissioner Daniel of Texas, in his 
annual report to the governor said that 
there are 14 Texas fraternals with as- 
sets of $19,684,665 and $108,060,371 in 
business in force. The premiums col- 
lected last year from Texas policyhold- 
ers amounted to $1,864,240 and losses 
paid were $1,171,699. Forty fraternals 
of other states are licensed in Texas. 


Watts Elected in Oklahoma 


OKLAHOMA CITY, Nov. 7.—At 
the two-day Oklahoma Fraternal Con- 
gress, Noah Watts, Oklahoma City, 








ay 
Modern Woodmen, was elected preg. 
dent, succeeding Miss Ruth Meadoy; 
Mrs. Effie Bailey-Carmichael, Mr; 
Monta Robinson and John Russ, aj 
Oklahoma City, were elected vice-prej. 
dents. Mrs. Della Kuntz, Oklahona 
City, was elected junior director, an¢ 
Mrs. Eva Ryan, El Reno, secretary. 
treasurer. Emma R. Richardson wa 
elected national congress delegate. 


To Build New Home Unit 


Woodmen Circle directors authorizej 
immediate construction of an additional 
unit for the Home for Orphan Children 
& Aged Members maintained at Sher. 
man, Texas, the unit to be known as the 
Dora Alexander Talley building, named 
after the president of the society. The 
Texas membership is contributing funds 
for construction. The directors dis. 
cussed plans for a “national institute’ 
to be held in Omaha in 1937. Tentative 
plans were made for three regional meet. 
ings, in the east, central west and west. 





Debate Virginia Tax Issue 


Representatives of several fraternals 
held a conference with the Virginia 
state corporation commission on the 
question of whether the societies should 
be subjected to the taxes that are im- 
posed upon regular insurance com- 
panies. A brief is to be filed by counsel 
for some of the societies, 

J._M. Miller of Chicago, counsel of 
the Women’s Benefit Association, acted 
as spokesman for the societies. C. M. 
Chichester, director of the securities di- 
vision of the corporation commission, 
presided. 


Watch Royal Neighbors Case 


About 50 fraternals are interested in 
the forthcoming action of the Oklahoma 
supreme court on appeal of the Royal 
Neighbors from a district court judg- 
ment of $116,136 returned at Muskogee 
to cover the 2 percent premium tax. It 
is the first to reach the supreme court 
among nearly 50 suits filed by Creekmore 
Wallace and J. M. Wheeler, special coun- 
sel retained during the administration of 
former Governor Murray. 


New N. F. C. Section to Meet 


The field managers section of the Na- 
tional Fraternal Congress organized at 
the Pittsburgh annual meeting will hold 
a session at Chicago Feb. 20. Officers 
are President N. J. Williams, vice-presi- 
dent Equitable Reserve Association; 
vice-president, Mrs. Jennie Willard, 
vice-president Woodmen Circle; secre- 
tary, R. M. Norrington, field manager, 
Gleaner Life. A constitution and _ by- 
laws will be prepared and considered at 
the Chicago meeting. 
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Prospecting Survey and Sales 





Pointers Are Presented 


Results of a survey of prospecting 
methods of 238 agents were given at the 
sales congress in Austin, Texas, by 
Sam Cummings of Dallas, newly elected 
secretary National Association of Life 
Underwriters. Each of the agents was 
required to send in data on the last 10 
sales made, showing how the_ buyers 
became prospects for them. Results, 
embracing 2,380 cases, were compared 
with a similar survey made in 1933 on 
500 cases. 

Mr. Cummings had enlisted coopera- 
tion of agency executives of 10 com- 
panies operating in Texas to check the 
way in which the last 10 purchases from 
certain agents became prospects for 
them. The data was secured in the last 
30 days. 

Of the 2,380 policies in the 1935 sur- 
vey, 674, or 29 percent, were sold to 
personal friends of the agents, whereas 
in the 1933 survey, 111 policies, or 22 
percent, were sold to this classification. 
Cold canvass sold 406 policies, ranking 
second in the 1935 survey, or 18 percent, 
and 70 policies, second also, in the 1933 
survey, or 14 percent of the 500 cases. 
Policies sold to prospects recommended 
by friends ranked third in the 1935 sur- 
vey and fourth in the 1933 survey; poli- 
cies sold to relatives of policyholders 
ranked fourth in the 1935 study, Rank- 
ing fifth in both studies were policies 
sold to persons with whom agent does 
business. 


Find 49 Percent of Policies 
Sold on First Interview 


The 1935 survey showed further that 
of the 2,380 policies sold, 1,178, or 49 
percent were sold on first interview; 
666, or 29 percent, on second interview; 
14 percent on third interview, and so 
on down the lines, four policies having 
been sold on the 16th interview. 

Mr. Cummings used these figures in 
emphasizing to the agents the impor- 
tance of diversifying in prospecting. 
Pointing out that no agent can adopt 
another agent’s prospecting plan, Mr. 
Cummings said an agent must study his 
own qualifications of age, previous busi- 
ness or professional training and experi- 
ence, social, political, and religious con- 
tacts, and, above all, his own personal- 
ity, in going about the business of pros- 
pecting. The problem, he said, is to se- 
cure a steady stream of prospects under 
tcday’s conditions. He emphasized that 
the mechanics of prospecting is more 
essential today than ever before, and 
urged the agents to keep daily work 
sheets and adequate records. 

That the cases were average cases is 
demonstrated, Mr. Cummings said, by 
the fact that average income of the ap- 





plicants was $2,775. Some who were 
prospects primarily for some other rea- 
son from agent’s viewpoint also were 
policyholders, It is apparent, Mr. Cum- 
mings said, that under present condi- 
tions those who have retained their 
policies are not as good prospects as in 
more prosperous years. 

The agent who does not make a 
habit of securing the names and ad- 
dresses of relatives of clients in his lo- 
cality, is passing up many opportunities, 
for 9 percent of sales were made to such 
persons. 

“As conditions continue to improve,” 
Mr. Cummings said, “increasing empha- 
sis should be placed upon prospecting 
among former policyholders, many of 
whom—not by choice, but through ne- 
cesisty—lost their insurance. Col 
canvass as a prospecting method ranks 
second in both surveys, convincing 
proof that either as a major or supple- 
mental method of prospecting, it is still 
a profitable plan for many agents. 


Lopsided Prospecting 
Found in Many Cases 


“One of the most interesting things 
about both surveys was that the study 
of the reports of so many individual 
agents revealed one-track, lopsided pros- 
pecting plans. One agent wrote every 
one of his last 10 cases on personal 
friends; another all 10 through cold 
canvass, and still another, nine out of 
10 on policyholders. A paramount need 
of many agents is to get out of the rut 
of using just one method of prospect- 
ing or one source of prospects; to di- 
versify his prospecting methods and in- 
crease the number of sources from 
which he secures prospects.” 

R. B. Hull of New York, managing 
director National Association of Life 
Underwriters in an address on the so- 
cial security act, said it would make 
people “monthly-income conscious.” He 
said that the government under the pro- 
gram could not go half so far in old 
age assistance as the American people 
want to go. “The end of social security 
legislation is good,” he said, “though 
we may disagree with the machinery 
behind it.” 

Sam R. Hay, C. L. U., agency secre- 
tary Great Southern Life, Houston, 
gave provisions of the social security 


j act and explained the ramifications. 


“Retail Distribution of Life Insur- 
ance” was the topic of an address by 
Arthur Coburn, vice-president South- 
western Life, Dallas. 

In speaking on “Attaining the Goal 
of Financial Independence,” H Cas- 
sidy of Houston, general agent Pacific 
Mutual Life and president Texas Asso- 





Strong 





E. S$. ASHBROOK 
President 


JOHN H. 


Founder 


o 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 





Are You Willing to WORK for a Company Which Is Willing to WORK with You? 





ic NAMARA 
nd 


Progressive 








PAUL McNAMARA 
Vice-President 











ciation of Life Underwriters, explained 
the risk in various investments and 
speculations, showing how life insurance 
is the only safe investment calculated 
for the span of a lifetime. 

The average man does not have the 
requisite knowledge for proper selection 
and management of the widely varied 
forms of investment, said Mr. Cassidy. 
If he followed the 11 basic rules of invest- 
ment, he should have accurate informa- 
tion concerning the supply of raw ma- 
terial available, labor situation in the 
industry, the problem of shipping facili- 
ties in the business, strategic position of 
the industry, new processes and new 
competition, commodity prices and man- 
agement, money rates and potential 
effect, trend of politics and labor and 
taxation, relation of the business to the 
current purchasing power of the public, 
and the significance of weather condi- 
tions, crop reports and dividend policies. 
“How many investors have all that in- 
formation or having it can apply it?” he 
asked. Life insurance offers the most 
advantages to the man seeking to at- 
tain the goal of financial independence. 


Commissioner Daniel 
and Others on Program 


Other speakers included R. L. Dan- 
iel, state life insurance commissioner, 
who spoke on the new insurance agents’ 
law in Texas; L. R. Stevens, San An- 
tonio, superintendent of agencies Volun- 
teer State Life; R. E. Lee, managing 
editor Austin “American,” who urged 
cooperative newspaper advertising for 
the insurance business, and G. A. Hel- 
land, San Antonio, general agent Con- 
necticut Mutual Life, who told the 
agents how to use and sell the ideas 
they got from Congress. 

Mr. Stevens urged agents to paint a 
picture to prospects which creates faith 
in life insurance by having faith, vision, 
and sincerity themselves. While knowl- 
edge is important, without vision it 
makes the agent a seeker after dollars 
rather than a giver of service. He de- 
fined life insurance as “dollars coming 
back.” 

Mr. Helland discussed the value of the 
monthly income idea to the seller of life 
insurance as well as the buyer. Monthly 
income means self respect, comfort, and 
freedom from the humiliation which 
comes with penury. “I think we worry 
too much about prospects,” said Mr. 
Helland. “What we need to do is think. 
Do you have a friend who needs to save 
money? See him. Do you know some- 
one who has moved into town? See him. 
Do you know someone who has become 
engaged? See him. Do you know some- 
one who has been promoted and is being 
glorified in the papers? See the man 
who has succeeded hint. He has been 
promoted too.” 

The agent should talk to the father of 
his plans for his boy rather than trying 
to sell him a $5,000 policy to accomplish 
what the agent believes the father wishes 
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TOO MUCH COMPETITION 


The reason the average agent does 
not accomplish more is because of com- 
petition, said Vash Young, Equitable 
Life of New York, before the San An- 
tonio Life Underwriter Association. 
Competition, not from other insurance 
men, but competition with himself. This 
competition takes the guise of “Monday 
is a poor day,” plans for another and 
more favorable day, not feeling well, and 
the many other alibis which a man may 
give to himself. In most cases there is 
not a need of more money so much as a 
need for a desire to buy. 





UNLESS YOU CALL 


The Alexander F. Gillis agency of the 
Provident Mutual Life in Newark has 
compiled some interesting pointers on 
calls: 

The sale cannot be started—unless 
you call. 

You cannot meet the prospect—un- 
less you call. 

You cannot overcome his natural re- 
sistance—unless you call. 

He cannot get acquainted with you— 
unless you call. 

He will not hear your story—unless 
you call. : 

He will not have any confidence in 
you—unless you call. 

You cannot answer his objections— 
unless you call. 

You cannot develop ideas for him— 
unless you call. 

You cannot destroy your fear of fail- 
ure—unless you call. 

You cannot sell—unless you call. 

a cannot get his app—unless you 
call. 

You cannot get a commission—unless 
you call. 

You cannot get your quota—unless 
you call, 








to do. Presented in this manner the 
father visualizes his plans as he talks to 
the agent and sells himself rather than 
being sold. The idea of policies provid- 
ing small amounts of money for specific 
needs of the boy during his schooling in 
high school and college should be pre- 
sented to the father. 

Vash Young addressed the agents at 
a luncheon meeting and gave a public 
address in the auditorium during the 
evening. 

At noon Mr. Young stressed the sales 
possibility of “save a dime a day” in re- 
lation to life insurance. He bases all his 
illustrations on a $1,000 policy because 
it is easier for the prospect to follow. 
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Stick to Life Contingencies, 
Henry H. Jackson Advocates 


(CONTINUED FROM PAGE 3) 


to the money that he pays to the com- 
pany. He wants various guarantees 
through cash refunds or installments. 
Mr. Jackson observed that one com- 
pany cannot sell real annuities so long 
as any one is selling refund contracts. 
John R. Larus, Jr., Phoenix Mutual, 
referred to recent meetings of groups 
of eastern actuaries at which noses were 
counted on certain restrictive practices. 
Of 25 companies, about half now have 
a $25,000 limit on single premium en- 
dowments. Of 24 companies, nine have 
$25,000 limits on single premium annul- 
ties; nine have $50,000 limits; four have 
$75,000 and two have over $75,000. 
Some companies are making a dis- 
tinction as to the amount they will re- 
ceive from one “pocketbook” as distin- 
guished from one life, . 
Only one company was selling single 
premium five year endowment. About 
half the companies had withdrawn their 
single premium retirement annuities and 
half had withdrawn their single pre- 
mium combination life and annuity with- 
out medical examination. 


Further Increase Considered 


Other restrictive methods included 
the increase in rates on single premium 
contracts and some are considering a 
further increase on single premium an- 
nuities. 

Some companies are considering re- 
ducing commissions and agency credits 
for single premium business. Others 
are eliminating brokerage business. 
There is a tendency in new dividend 
formulae, to guard against using too 
high rate of interest in single premium 
annuities. 

As to practices in connection with the 
discounting of annual premiums, one 
company allows no discounting, one al- 
lows a 2 percent discount rate, four 
allow a 2% percent, ten 3 percent and 
four 3% percent. About half the com- 
panies limit the number of premiums 
that may be received in advance to five 
or ten. 

Frank D. Kineke, Prudential, told of 
some of the restrictions his company 
has put into effect, including drastic 
changes in commissions. On premiums 
accepted in advance, the Prudential al- 
lows 2% percent discount. No discount 
is allowed on premiums paid less than 
three months in advance or where the 
discount amounts to less than $1. There 
is a limit of $100,000 on the amount of 
premiums that will be accepted in ad- 
vance. He expressed the belief that the 
Prudential restrictions are sufficiently 
drastic to prevent the company from 
getting more than its share of aimless 
money. 

Equitable of Iowa Rules 


P. C. Irwin, Equitable Life of Iowa, 
said his company limits total aggregate 
acceptance of single premium contracts 
to $25,000. It still issues a combination 
life and annuity without examination. 
There is a limit of $25,000 on the single 
premium retirement annuity. The com- 
pany’s shortest term single premium 
endowment is ten years. On the com- 
bination life and annuity, the age limit 
is 65. 

Changes from annual premium to sin- 
gle premium is allowed if the considera- 
tion is not more than $5,000. 

Repayment of dividends is allowed 
within three years from withdrawal of 
dividends or application of dividends to 
payment of premium. 

The company allows a discount of 
3 percent on premiums paid in ad- 
vance and will accept up to $5,000 for 
not more/than 20 years in advance. 

_ V._R. Smith, Confederation Life, said 
it is important to arrive at a sound view 
of the interest rates. The companies are 
being offered bonds maturing in 35 
years to yield 3 to 3% percent through- 
out the duration of the bonds. The im- 
portant consideration is the rate of in- 
terest that can be earned in the next 10 
to 15 years. 

“In connection with the guarantees in 





the contract, the. company should pro- 
tect itself against individuals taking 
contracts for the sole purpose of getting 
a higher rate than they can get through 
the usual financial transactions and liqui- 
dating at a time when it is unprofitable 
for the insurance company to meet the 
demand. 

The setting up of restrictions means 
that the companies hesitate thoroughly 
to review their contracts. There should 
be a review of premium rates, terms, 
etc., in an attempt to arrive at a sound 
basis upon which the various contracts 
could be freely sold. 

The Canadian companies, he declared, 
have revised their practices in connec- 
tion with prepayment of premium. Most 
of them allow 3 percent discount if 
the policyholder leaves the money on 
deposit for one year. They are trying 
to control deposits of large sums be- 
cause they feel that in accepting such 
deposits the companies are unconsci- 
ously entering the banking business and 
ceasing to be in the insurance business. 

T. A. Phillips, Minnesota Mutual, 
urged the actuaries to consider what 
policies and practices the companies can 
adopt to hold up the interest rate qn 
existing funds. The interest rate on 
present funds is coming from the re- 
financing of issues at lower rates of in- 
terest. 

Mr. Phillips pointed out that when 
money is scarce the companies are of- 
fered new bonds with five to 10 year 
maturities at high rates. Today with 
money going begging, the companies 
are getting offers of long term securi- 
ties at low rates. 

The insurance companies, according 
to Mr. Phillips, cannot seriously object 
to accepting the going rate of interest, 
but he contended they can do something 
to preserve the rate on present invest- 
ments of old funds. He suggested some 
sort of a compact between insurance 
companies and savings banks to force 
the bond underwriters, particularly in 
connection with refunding operations, 
to cut down the bond term to 10 or 15 
years. 

Effective Means of Control 


R. A. Hohaus, Metropolitan, in point- 
ing out that the companies continue to 
get business despite rate increases, said 
he is skeptical of the ability of controll- 
ing business by applying restrictions. 

The only effective means of control, 
he contended, is a reduction or elimina- 
tion of commissions on contracts that 
the companies do not want or the with- 
drawal of those types of contract. 

Mr. Hohaus suggested that each com- 
pany should decide to what extent it 
wants to be in the life insurance busi- 
ness or the annuity business. A certain 
ratio might be set up, for instance 90 
percent life insurance, 10 per cent an- 
nuity. Then the company should take 
whatever steps are needed to keep 
within that ratio. 

B. Mabon, Sun Life, said his com- 
pany is undertaking to control its single 
premium endowment annuities by lim- 
iting the amount it will accept. 

J. G. Parker, Imperial Life, said the 
agency people object to frequent changes 
in rates. They argue that if an increase 
is necessary, it should be enough of an 
increase so that it could be permitted 
to stand more or less permanently. Mr. 
Parker expressed the belief that insofar 
as investment contracts are concerned, 
the companies should be able to change 
their rates over night and frequently. 
The rate, he said, should be changed 
weekly, if necessary, as investment con- 
ditions change. 

Frequent changes are made by British 
companies in their annuity rates. The 
agents are furnished with a schedule of 
basic rates and then when a change is 
decided pon,” the agents are advised 
by. telegraph that a certain percentage 
increase or decrease is to be charged. 


Enters South Carolina 


The Protective Life of Birmingham 
has entered South Carolina and has ap- 
pointed C. B. Barksdale, who has held 
various positions from agent to home 
office supervisor, to be district manager 
at Greenville. 
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admitted as new contributing members 
The triennial prize of $100 was award. 
ed to E. B. Whitaker of the Prudential 
Memorials were read in memory of 
J. P. Yort of the Acacia Mutual ang 
Merlin Oates of the Texas department 
After the program ‘had been printed 
six members came forward with new 
papers. Because of the lack of time 
these papers had not been printed ang 
could not be distributed at the meeting, 
The authors presented brief digests, 
Mr. McCankie, in his presidential ad. 
dress, declared that the student actuary 
today must be more than a compiler of 
rates and a keeper of records. He must 
face the big economic, financial and 
political questions. He pointed out that 
actuaries were called into consultation 
in connection with the framing of the 
social security act. Those actuaries, he 
said, foresaw the dangers of a vast re- 
serve structure and were concerned 
with the question of the reserve to he 
composed of governmental issues vastly 
in excess of the present indebtedness 
which has always been assumed to have 
been created as a result of the major 
catastrophe incurred during the war and 
its sequels, 


Shouldn’t Remain Silent 


The actuaries advised against the re- 
serve method and the fact that their 
advice was not heeded, he contended, 
does not mean that the actuaries should 
now remain silent. They should make 
their influence felt in behalf of correc- 
tive action before it is too late. Every 
Congress, he predicted, will seek to 
tinker with the act. 

The social security act. Mr. McCankie 
vouchsafed, will not take the place of 
insurance. The social security act, he 
predicted, will always, because of. the 
tremendous burden it imposes on the 
people, take care only of the bare needs 
of the beneficiaries, leaving to insur-| 
ance companies that multiplication of 
income provided by government, to the 
point where it will provide the satis- 
factions of life. 

Insofar as company affairs are con- 
cerned, the function of the actuary is 
more important today. In the past, the 
problem of interest yield was loaded on 
the shoulders of the investment depart- 
ment. For instance, he pointed out, in 
1899 a questionnaire was sent to the 
financial men asking about the interest 
assumption that should be used. Now 
the actuary faces that problem himself, | 
He must investigate history and the 
various influences that affect the interest 
factor. Mr. McCankie contended that 
the actuary is better able to estimate 
these factors than the investment man. 


Needed in Underwriting 


The hand of the actuary is needed in 
the underwriting department. He said 
the fundamentals of underwriting prac- 
tices have changed little over the years 
but there has been a change in the ap- 
plication of those fundamentals. He 
pointed out that 30 years ago the prin- 
ciple was enunciated that not more than 
one-sixth of a man’s income should be 
put into insurance. Had that principle | 
been held to, the evils that resulted from 
speculative underwriting would not have | 
occurred. Mortality savings from un- 
derwriting are of paramount importance 
these days, he said. 

The new papers presented included 
those of W. O. Menge, University of 
Michigan, “Increasing or Decreasing 
Annuities and Assurances;” C. A. Tay- 
lor, Life of Virginia, “Pensions for Life 
Insurance-Company Employes;’- Bruce 
Shepherd, Life Presidents Association, 
“Interest Deductions Under the Federal 
Income Tax Laws;” J. R. Abernethy, 
Maccabees, “Juvenile Mortality;” V. R. 
Smith, Confederation Life, “Monthly 
Income Disability in Canada,” and Ar- 
thur Pedoe, Canadian actuary of the 
Prudential of London, who advocated 
formation of more local actuarial clubs” 
and regional actuarial associations. 





